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Ea Just imagine ...a dream highway 


118 miles long . . . with no traffic lights, 
no cross roads—not even a steep hill . . 

This is the New Jersey Turnpike — 
America’s newest and most fabulous super high- 
way — built at a cost of over $250 million. Each 
day 11,000 vehicles speed smoothly across this 
20th century engineering marvel, running 118 
miles along the “Corridor” between New York 
and Delaware. 


Strategically spotted at intervals along this su- 
per highway is a series of model service stations 
operated by the Cities Service Oil Company. Each 
is manned by specially trained personnel and 
furnished with the most modern equipment 
obtainable, 


Significantly, Alemite Equipment was chosen to 
handle all lubrication work. Fully guaranteed, fully 
dependable Alemite Atomic Pumps and overhead 
reels enable Cities Service to render the high speed 
service this traffic demands. 


Managers of service stations all over America 
have learned that using genuine Alemite equip- 
ment pays off! That when you choose Alemite — 

you get the very finest that money can buy! 


sw ALEMITE 


1826 Diversey Parkway, Chicago 14, Illinois 
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modern landscape 


. . the modern landscape is the industrial landscape — with the oil producing industry a predominant 
factor . . . Wherever oil is stored, MODERN Quality Welded Storage Tanks are vital for a successful 
operation . .. Look to MODERN Tanks for precision engineering (per A.P.I. specifications ) and quality 
materials to provide operational safety and long-term economy. 
Permanent installations or portable units (single tanks or a battery )— all MODERN Quality Oil Field 
Storage Tanks meet both purposes and are engineered to meet your 
specific requirements . . . Your operation is part of the Modern 
Landscape — it deserves MODERN Equipment. 





ITE FOR CATALOG TO Representatives in all principal cities of the United States. 


DDERN WELDING CO., INC. 
1. N+ OWENSBORO, KY. 
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REDUCE YOUR “DOWN-TIME” 
. WITH § OPW 
‘ h 


& VaIVeS 


“Down-time” frequency for valve repair is appreciably lessened 
with OPW Valves specifically engineered for hazardous liquid ser- 
ice. They are ground tighter, engineered with larger stuffing boxes, 
hined to closer tolerances, and produced of the finest grades of 
and aluminum. Highest possible quality is reflected in the 

bility, ruggedness and precise flow control of all OPW 


need and answering the demand for a valve which 
tare weight of truck tanks without sacrificing peak 

vy has developed the lightweight 676. After exhaus- 
n added to the complete family of OPW Valves. 


DF THE 676 VALVE 


dy and bolted bonnet of OPALUMIN, as —_ 
he weight. Interior parts of precision machi 
t double discs, self aligning, tapered design 
pped renewable bronze seat rings for a sure, 
losure. Renewable seat rings are threaded and 
, $0 despite contraction and expansion of the 
ng remains seated. Compound double acting 
earance when valve is opened, require fewer 

bse. Strong, large diameter stems do not bend. 
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COMING MEETINGS 


MARCH 

Ohio Petroleum Marketers Assn., annual con- 
vention and marketing exposition, Deshier- 
Wallick Hotel, Columbus, Ohio, March 17-19. 

Texas Oli Jobbers Assn., annual convention and 
exhibit, Plaza Hotel, San Antonio, Texas, 
March 19-21. 

Western Petroleum Refiners Assn., annual 
meeting, Plaza Hotel, San Aptonio, Texas, 
March 23-25. 

National Oli Jobbers Council, Jefferson Davis 
Hotel, Montgomery, Ala., March 26-28. 

Association of Eastern Petroleum Credit Man- 
agers, annual conference, Claridge Hotel, 
Atlantic City, March 29-April 1. 





APRIL 

American Society of Lubrication Engineers, 
8th annual meeting, Hotel Statler, Boston, 
April 13-15, 

Indiana Independent P eum Assn., spring 
convention, Hotel MeCurdy, Evansville, Ind., 
April 15-16. 

National Petroleum Asen., Hotel Cleveland, 
Cleveland, Ohio, April 15-17. 

National Tank Truck Carriers, Inc., Boca 
Raton Club, Boca Raton, Fila., April 16-19. 





A Petrol Institute, Division of, 


Transportation, products pipeline conference, 
Hotel Muehlebach, Kansas City, Mo,, April 


Oll-Heat Institute of America, annual con- 
vention, Edgewater Beach Hotel, Chicago, 
April 20-22. 

Michigan Petroleum Assn., annual spring con- 
vention, Detroit Leland Hotel, Detroit, April 
21-22. 

Interstate O11 Compact Commission, spring 
meeting, Roosevelt Hotel, New Orleans, ° 
April 24-25. 





pend Assen, of America, Jef- 
ferson Hotel, St, Louis, Mo., April 27-28. 
Fuel Oil Distributors Assen. of New Jersey, 
annual convention, Berkeley-Carteret, As- 
bury Park, N. J., April 20-May 1. 


MAY 

quefied Petroleum Gas Assn., Conrad Hilton 

Hotel, Chicago, May 3-6. 

American Petroleum Institute, Division of Mar- 
keting, mid-year meeting, Baker Hotel, Dal- 
las, Tex., May 4-5. 

Pp yivania Petrol Assn., Bedford Springs 
Hotel, Bedford, Pa., May 10-12. 

American Petroleum Institute, Lubrication 
Committee, The Greenbrier, White Sulphur 
Springs, W. Va., May 11-13. 3 

American Petroleum Institute, Division of Re- 
fining, midyear meeting, Hotel Commodore, 
New York, May 11-14, 

International Petroleum Exposition, Tulsa, 
Okla., May 14-23. 

State Petroleum Assn., Inc., annual 
meeting, Hotel Rooczevelt, New York, May 
17-19. 

National Fire Protection Assn., annual meet- 
ing, Palmer House, Chicago, May 18-22. 
Virginia Petroleum Jobbers Assn., spring meet- 
ing, John Marshal] Hotel, Richmond, Va., 

May 21. 

Independent Oii1 Men’s Assn. of New England, 
annual convention, Statler Hotel, Boston, 
May 22 

Virginia Oli Men’s Assn., spring meeting, John 
Marshall Hotel, Richmond, Va., May 22. 

North Carolina O11 Jobbers Assn., annual 
spring convention, The Carolina, Pinehurst, 
N. C., May 27-29. 


U 





JUNE 


American Assen. of Battery Manufacturers, 
Chateau Frontenac, Quebec City, Que., June 
1-3. 
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measures 91,150,000. 0 vear- 





EVERY MINUTE 


In modern fast-loading bulk plants a Red Seal 
meter often puts through 10,000,000 gals. or 
more a year. At 11'2¢ per gal. (wholesale ex 
tax) that's a staggering total of $1,150,000 en- 
trusted to the meter. 

That meter must be accurate—and it must sus- 
tain that accuracy within close limits or small 
slippages might slide into big losses before 
they're caught. Low maintenance costs are im- 
portant, too. You don't want to ‘‘baby"’ the meter 
with frequent adjustments to keep it in line, and 
you don't want meters that constantly need ex- 
pensive repairs to compensate for wear. 

) That's why there is no compromise in Red 
Seal’s design or precision manufacture. With 
only one moving part in the measuring chamber, 
non-wearing capillary oil seal, and trouble-free 
registers, the effects of wear are minimized. Dou- 
ble case design eliminates inaccuracies and wear 
due to pressure distortion. Calibration can be 
adjusted quickly, in positive steps, and can’t 
“drift.” 














Many oil marketers who have set up regular 
meter testing programs prefer Red Seals for both 
bulk plants and tank trucks. Their records show 
results. Ask your Neptune representative or job- 
ber for details and prices. 


NEPTUNE METER COMPANY 


50 WEST 50th STREET « NEW YORK 20, N. Y. 
Branch Offices 


ATLANTA * BOSTON « CHICAGO * DALLAS * DENVER * LOS ANGELES - LOUISVILLE + NO. KANSAS CITY, MO. 
PHILADELPHIA + SAN FRANCISCO * PORTLAND, ORE. * Canadian Factory: TORONTO 14, ONT. 





UISHED for sustained accuracy and low maintenance 
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Behind Our Headines 


One thing that lends authority to a business paper in the 
reader’s mind is his certain knowledge and confidence that what 
appears in that paper is written by competent people. 

Competence may be acquired in various ways. One is by 
painstaking study. Another—and the best-—is through learning 
by actual experience. : 


Take the case of NPN’s Pacific Coast Editor, Frank Breese, 
for instance—and we cite him only because he happens to afford 
a recent typical example of the way in which all NPN staff writ- 
ers are encouraged to get out and learn first-hand about the 
various things that go to making up this business of oil market- 
ing. 

Ever since he started working for NPN, Frank had been 
hearing about over-the-road transports, and, of course, he had 
seen the big outfits on the highways. Not one to be satisfied in 
just going along on vague impressions, however, especially when 
it comes to reporting for NPN, P. C. Editor Breese determined 
that he was going to make it his personal business to find out 
exactly what these outfits were all about. 

The result is his first-person account in this week’s NPN 
(p. 31) of a ride from Los Angeles to Phoenix in the cab of one 
of General Petroleum’s big rigs. That’s the longest haul in those 
parts by any oil company Frank has heard of—and in making 
it, incidentally, our Mr. Breese contributed a footnote to GP 
history, by being the first non-company employe ever to make 
the run. 

Frank writes us that GP, as always, was completely co-op- 
erative in allowing him to take the ride to Phoenix. Even so, as 
is always the case with a company that big, getting clearance 
was quite a process. Don Sweeney, of public relations, handled 
Frank’s request and received approval from the marketing vice 
president, general manager of the marketing department, man- 
ager of operations, manager of the insurance department and 
manager of automotive equipment. 

After that, is was easy. All that remained was for the man- 
ager of operations for GP’s southern division to set up the trip 
through the terminal superintendent and superintendent of auto- 
motive equipment, and Frank was off for Phoenix, adding to 
his kit of knowledge about oil marketing. 


GOAT QR forces 


BUSINESS STAFF Other 
CLEVELAND Platt Petroleum Publications 
Treasurer 
WILLIAM J. PARKIN Soles Manager Petroleum Processing 
Circulation Manager 
ROBERT E. LESSING Production Manager 4 
W. PAUL WARREN Promotion Manager Oilgram News Service 


Sales Representatives 
Wolter G. Berger 
George C. Hodgson 
George Reid. 


Oilgram Price Service 
Oil-Law-Gram 


LOS ANGELES Robert W. Walker 


Jomes 8. Dunn Oil Price Handbook 
TBA Directory 


PHILADELPHIA Charles J. Jeferis 
SAN FRANCISCO Rogers P. Parratt 





SOSSSSSSSSSSSEESSSSHSSSSESESEHS SESH EESESEESEESESESESEEHEESESESE SHEET ETOSE SELES SSESESEOSESEEEE 


GET THE FACTS 
about the WHITE 3000 AN? ave 


THE NEW PETROLEUM 
delivery standard is the 
W bite 3000 tailored to exact 
needs. Extra payload tankers 
are permitted with the W bite 
3000 because of new weight 
distribution, shorter wheel- 
base and functional design, 


FIND OUT what the White 3000 does in your 
business. See what its modern design means to 
you in the way of more deliveries per day... in 
less time . . . at lower cost. 

Here is new maneuvering ease ... new loading 
and unloading time savings... new energy-saving 
design that makes the driver a better driver and 
a better salesman. 

Its exclusive power-lift cab saves maintenance 
time and cost. And its White Quality means lower 
operating cost . . . longer life. 


Get this Scientific Truck Evaluation 
from your White Representative . . . Today! 
Call your White Representative for a complete evalua- 
tion of your truck operations. It will tell you the factual 
story of efficiency and economy tailor-made to your 
own oe service. It means money saved . . . delivery 
costs reduced ... in your business! 


FOR MORE THAN 50 YEARS THE WHITE MOTOR COMPANY 
THE GREATEST NAME IN TRUCKS ; Cleveland 1, Ohio 
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AHEAD OF THE NEWS 





SQUEEZE PLAY—Oil tank truckers are getting 
caught in the middle of a growing move by railroads 
to reduce oil transportation rates to forestall pipe 
line construction. It works like this: A railroad 
hears that a pipe line is being planned in a given area 
so it rushes to the Interstate Commerce Commission 
with a plea that it be allowed to reduce its rates to 
prevent the line from being built. One case involv- 
ing Southwest rates is now in the courts and a sec- 
ond has just developed in the Montana-Dakotas area. 
These drastic rate reductions cut below the price the 
truckers can meet, so they are naturally battling 
tooth and nail against such reductions. 


TBA FINANCE COMPANY—Final plans will be 
drafted soon for the TBA Finance Co. of the Petro- 
leum Marketers Assn. of Texas, and the association 
hopes to have the company in operation by October, 
1953. Program is designed to enable consignees and 
dealers they supply to grant credit purchases on TBA 
items to reliable customers. United States Rubber 
Co. and Goodyear Tire & Rubber Co, are sending 
their budget experts to assist association in laying 
out program. 


BARGAINING RIGHTS—Can a company (or a union) 
be charged with failure to act in “good faith” sim- 
ply because it refuses to yield to the other’s demands? 
National Labor Relations Board in a recent 3-2 de- 
cision ruled that the United Clay Mines Corp. refused 
to bargain in good faith because it insisted on its 
own proposals and rejected the union’s demands 
throughout negotiations lasting more than a year. Op- 
ponents of this view contend that board’s ruling ig- 
nored a Supreme Court decision last year in which 
it held that NLRB had no authority to judge bar- 
gaining demands or to “dictate” contract terms. The 
court said that NLRB must determine the question of 
good faith bargaining on all the facts of each case 
rather than a party’s refusal to yield to demands. 
You can expect the recent ruling to wind up in the 
courts. 


AUTOMATIC TRANSMISSIONS—According to lat- 
est NPN data, as of Dec. 31, 1952, an estimated 
7,427,742 cars equipped with automatic transmissions 
have been produced since the first fully automatic 
Hydra-Matic transmission appeared. Allowing for 
scrappage, probably about 7 million units are still 
on the road. This compares with about 5 million at 
the end of 1951. 
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NEW LUBE PROGRAM—An Independent oil mar- 
keter currently is seriously considering embarking on 
a guaranteed lubrication program to be sold through 
his service station outlets. Purpose of the plan would 
be to compete with such guarantees as Carlife, etc., 
and to build motor oil and lube business for sta- 
tions. Tentatively, it calls for periodic and regular 
motor oil analyses as a part of the overall package. 
Guarantee would protect customer against certain re- 
pair costs incurred due to inadequate or improper 
lubrication, providing customer has met certain re- 
quirements set forth in the contract. 


TRUCK LEASING—At least one large marketer cur- 
rently is giving serious thought to the possibilities 
of setting up some sort of lease arrangement where- 
by the company could lease its tank truck equipment 
from a truck manufacturer rather than buy the 
units as is now done. Whether such a deal can be 
made remains to be seen, but at least the subject 
is receiving more than a quick glance. 


NEW SALES APPROACH—lIn an attempt to sew 
up a large car dealer account on motor oil, one oil 
marketer has proposed that the car dealer sell his 
own brand of oil. The marketer is offering to pack- 
age an oil he now markets, but under a different 
name so that the car dealer would then have his 
own “special” motor oil. The marketer's sales pitch 
is that with his own branded oil, the car dealer could 
offer customers a brand of product only obtainable in 
his shop and apparently not available through serv- 
ice station outlets. 


PITCH FOR SAFETY—Signs are beginning to ap- 
pear that safety-minded individuals in some number 
are questioning the wisdom of automobile makers in 
building progressively higher horsepower into their 
products. The “apparent race for ‘horsepower cham- 
pionship’” is condemned in a resolution introduced in 
the Indiana legislature which also commends par- 
ticipants in the Indiana State Police Auto Crash In- 
jury Research program. This sort of attitude could 
have influenced the manufacturer of one of the most 
powerful of the new automobiles in the “pitch” given a 
recent advertisement. The ad, showing a motorist’s 
foot on an accelerator, stresses caution in the use 
of the new higher horsepower, suggesting it’s built in 
for safety. 





les not what you Pay ror Valves 
,. At what they ig you 
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on Sticky Fluid i f 


tor instance 


(A Case History) 


What you pay for valves is not the final criterion of value. Not 
when maintenance costs can quickly equal or exceed purchase 
price. And a valve that hinders production is no bargain at any price. 


Take the case of valves formerly used on liquid latex lines in 
a paint factory—the Adams & Elting Division of the Glidden 
Company, Chicago. The valves were conventional design with Crane Packless asm a 
working parts exposed to fluid. The sticky latex accumulated and rey ry the body, ned or waliend. 
congealed in the bonnet and stem threads. Too often, the valves See your Crane Catalog. 
were inoperable, forcing frequent costly maintenance with cost- 
lier production delays. 


The trouble was stopped completely with Crane Diaphragm 
Valves. Their sealed-to-fluid bonnet keeps latex out of the working 
parts. They operate smoothly ; never stick, never need cleaning out. 


Today, more than ever, you need greater assurance of quality. 
You get it in Crane Valves—the recognized standard of quality 
with thrifty buyers in every industry. Your big Crane Catalog 
offers complete selections for all needs; your Crane Representa- 
tive is always at your service. 





THRIFTY 


CRANE VALVES ane 


Crane Co., General Offices: 836 S. Michigan Ave., Chicazo 5, Illinois 
Branches and Wholesalers Serving All Industrial Areas. 


VALVES + FITTINGS * PIPE © PLUMBING + HEATING 
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You've got a 


GIANT OPPORTUNITY for volume sales =>” 


with new stepped-up D-X motor oil 
and D-X lubricating gasolines 


You'll do better as a D-X Dealer or Distributor because only D-X gives 
you the Giant Opportunity of these two competitive selling advantages: 


1. The stepped-up Extrinol ingredient in new D-X Motor Oil: This 
“wonder drug” for oil is a bonus benefit to your customers. 


2. The upper-cylinder lubricant blended into every gallon of D-X 
Regular and Ethyl Lubricating Gasolines: This D-X “Giant 
Difference” is the product feature that shifts a buyer’s 
gasoline preference. It’s another money-maker 

for you as a D-X Dealer. And we’re making 

these D-X advantages pay our dealers, too! 

Our 1953 advertising campaign is packed 

with selling sock. So if you live in the 

Middle West, get the new product 

advantages, new advertising, and new 

opportunities that are yours with a D-X 

Franchise. Mail the coupon below for 

more facts. 


? 


MAIL THIS COUPON TODAY GET COMPLETE FACTS! 


MID-CONTINENT PETROLEUM CORPORATION 
Box 381 

Tulsa, Oklahoma 

Please have your representative call on 


how D-X can increase my soles of motor 
understand this does not obligate me in any woy 


MID-CONTINENT PETROLEUM CORPORATION 
TULSA, OKLAHOMA 
Waterloo, Ia. Tetre Haute, Ind. Omaha, Nebr. 
Chicago, Ill. Minneapolis, Minn. 
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The Consistency and High Quality of 


BATTENFELD LUBRICANTS 


HAVE BEEN MAINTAINED 
FOR 33 YEARS 
THROUGH THE VIGILANCE 
OF COMPETENT 
LABORATORY RESEARCH and GONTROL 


THIS SPRING . .« « Sow seeds of proft 


and be assured that your custom- 
ers’ farm equipment will do the 
same with the most dependable, 


proper lubrication. 


Battenfeld specializes in build- 
ing guaranteed quality lubricants 
for speciality applications . . . the 
kind of lubricants that do assure 
your customers most dependable, 


proper lubrication. 


MANUFACTURING EXCLUSIVELY FOR REFINERS © COMPOUNDERS ¢ JOBBERS. 


WRITE, KA wine QW on PHONE } FOR COMPLETE INFORMATION, INCLUDING PRICE, TODAY! 


BATTENFELD = os:.:.21.sorronsrom 


Minneapolis, Minn. N. Tonawanda, N. Y. 
“BUSINESS IS INGREASING” 
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Wanted: Storage on a Lease Basis 
For Armed Forces Oil Products 


By Andrew R. Patia, Washington Editor 


The _ military 

would like to con- 

vince more oil terminal operators, 

particularly Independents, that they 

have a marvelous opportunity to help 

their nation by furnishing oil stor- 

age facilities—and can realize a nice 
profit while doing it. 

Armed Services Petroleum Pur- 
chasing Agency is intensifying its 
search for more storage ¢£o it can bet- 
ter its performance in lifting oil 
product purchases from refiners and 
more efficiently schedule tanker 
movements. It saves a lot of time 
and money when 130,000 bbls. of 
product can be pumped into a tanker 
at a single dock instead of having 
to shuttle between two or three ter- 
minals in trying to get a full load. 


Virtually all of the storage ASPPA 
is concerned with now is located at 
ocean terminals, with the most press- 
ing need for additional storage being 
felt on the West Coast around San 
Francisco and on the Gulf Coast in 
the Houston and New Orleans areas. 


ASPPA is primarily interested in 
contracting for the use of existing 
storage in order to find immediate 
relief for its storage problems. Cur- 
rently it needs at least “several mil- 
lion bbls.” more storage but that fig- 
ure has been steadily rising. The 
problem became acute when the na- 
tion began building up its armed 
forces and ASPPA never has been 
able to catch up with it. 


ASPPA realizes what a thankless 
job it has on its hands in trying to 
find idle storage capacity that could 
be leased for at least one year. How- 
ever, it is still trying and is eager 
for information along these lines. 


ASPPA also is interested in find- 
ing operators who might be willing to 
expand existing facilities in order to 
handle military products. In fact, the 
agency will even talk business with 
anybody who has firm plans for con- 
structing terminal facilities primarily 
for the military. ASPPA is emphatic, 
however, in shying away from all 
“real estate” propositions. It doesn’t 
want sites for construction; it wants 
storage facilities. 

The big drawbacks to installation 
of storage for the military are money 
and steel. Plate is still very tight 
and operators have enough trouble 
securing their minimum needs, much 
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less trying to accommodate the mili- 
tary. Priorities for such construction 
are granted but even these tickets 
have to take their place in line at 
the mills. 

The money angle is particularly a 
stumbling block for those aspiring 
to build new terminals. Banks tend 
to shy away from a proposition in 
which the basic security for a loan 
is a one-year government contract 
that is subject to cancellation. 

For going enterprises, however, the 
road is a little easier. They have 
their business assets to support loans 
for the necessary cash. So that leaves 
ASPPA with the chore of convincing 
these operators that the investment 
—of about $1 for about each barrel 
of storage—would be justified. 

ASPPA concedes that the contract 
restrictions might appear risky on 
the surface. It points out, however, 
that all contracts have renewable 
options which ASPPA is firmly con- 
fident it will be able to pick up for 
at least five years—thus assuring 
operators of practically a full return 
on investment. The agency empha- 
sizes that a cooling of the Interna- 
tional situation, for example, is not 
apt to slow down its operations since 
they are geared to a peacetime, long- 
range buildup of the armed forces. 

Should ASPPA be forced to termi- 
nate an arrangement with an opera- 
tor before he has realized his invest- 
ment, he should be able to, in most 
cases, find enough regular business 
to utilize the additional storage. 

This point leads to another incen- 
tive—provision for rapid tax amorti- 
zation which varies according to com- 
mercial prospects in the particular 
area for storage. The percentage of 
the cost that may be written off 
within five years averages about 
65% and ranges from 55% to 75%. 
New York area, for example, might 
qualify only for 55% rate, while a 
relatively remote installation would 
get the top rate. 

Another ASPPA concession is its 
provision for making the first-year 
rental more attractive, with fees es- 
calating downward in succeeding 
years. This means ASPPA stands to 
lose if it fails to renew options. 

All-in-all, ASPPA thinks it has a 
“very profitable” package to offer 
and would like to hear from more 
takers. 


Your gifts to the American 
Cancer Society help guard those 
you love. 

Your dollars support research in 
a hundred laboratories and univer- 
sities . . . spread life-saving infor- 
mation .. . ease pain and suffering 
..-provide facilities for treatment 
and care of cancer patients. 

It is a sobering fact that cancer 
may strike anyone tomorrow: 
strike back today with a gift to 
the American Cancer Society. 
You may mail it, simply ad- 
dressed CANCER, c/o your local 
post office. 
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1. Vaporproof rigid metal wiring con- 
duit and air lines lead from junction 
box (4) along inside of catwalk flashing 
and down through large diameter drain 
tubes to vaporproof light boxes. Lines 
are fully protected from weather and 
accidental damage. 


2. Heil triple-dished heads, strongest 
ever developed, have three deep-dished 
contours separated by integrally formed 
straight-edge surfaces to which closed 
box-section reinforcing channels are 
welded. Heads are dished and flanged 
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in one operation by a Heil-built hydrav- 
lic press to assure precise uniformity. 


3. Manhole covers are lightweight, 
non-breakable pressed steel, equipped 
with 10-inch hinged filler caps, vents, 
and all necessary safety features plus 
a highly desirable self-locking latch. 
Cover is attached to manhole ring with 
non-sparking brass wing nuts. 


4. Combination junction and fuse box 
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conveniently located at top of front 
head, eliminates possibility of fouling 
lines. 


5. Smooth outer shell with no unsightly 
tie bands. Uniformity in die-pressed 
heads assures perfect fit and a straight, 
true, lead-free tank. 


6. Large, fast-flow manifold is the 
common-header type. All piping is 
rugged thin wall steel tubing with wide 
radius bends for unrestricted flow. 


7. Emergency valves in each compart- 
ment meet all 1.C.C. requirements. Indi- 
vidual cable controls are front and side 
of tank. Fusible plugs in top of tank are 
located directly over emergency valves. 
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th the LIGHTEST, STRONGEST 
Petroleum Transport ever built by 


HEIL 


‘ 


This new Heil profit-maker is weight-engineered to haul extra payload—not 
excess metal. A 6000 gallon transport, for example, actually weighs half a ton 
less than the former 5750 gallon unit, carries an added payload of 250 gallons 
per trip with the same gross weight. On the basis of only one trip a day, it can 
give you a bonus load of almost 100,000 gallons a year! 

If it were possible to build a transport tank of one single piece of steel it would 
be an infinitely better unit than one which is fabricated of many pieces welded 
together. It follows, therefore, that the fewer the number of separate piecés it 
takes to build a transport, the greater its potential life in service. That's why it is 
important to note that the 6000 gallon transport in the new lightweight design, 
for example, has 58 fewer pieces and 220 less feet of welding than previous Heil 
tanks which were already the leaders in providing these advantages! 

Yet they are even structurally stronger than ever. Static and dynamic strain 


gauge tests prove this new Heil design has stress levels indicating amazing en- 
durance. 


Get complete details on this new money-maker for your operation. Write 
Heil today! 


The new Heil triple-dished heads are formed and 
flanged in one operation by a Heil-designed hydraulic 
press. Heads are precisely identical, assuring strong 
straight tank structure. Closed box-section reinforcing 
channels welded to the straight-edge surfaces of the 
heads make an unbelievably strong unit. Intensive 
stress and strain gauge testing of every head in use 
today shows the new Heil heads to be the most re- 
sistant to liquid surge and the most efficient in trans- 
fer of sheer loads from tank shell to fifth wheel and 
running gear. 


rue HEIL co. 


3037 WEST MONTANA STREET 
MILWAUKEE 1, WISCONSIN 


DEPARTMENT 3733 


FACTORIES: MILWAUKEE, WIS.— HILLSIDE, N. J. 


District Offices: Hillside, Washington, D. C., Atlanta, Cleveland, Milwaukee, 
Detroit, Chicago, Kansas City, Dallas, Denver, Los Angeles, Seattle 
Foctories: Mitwaukee, Wis. — Hillside, N. J. 
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HE DOES HIS OWN SELLING RIGHT AT THE STATION .. . 1. Hord-selling, colorful 
announcement banner. 2. 38 x 50 station posters. 3. Special hand-out folders. 4. Im- 
pressive station displays. He uses them all to increase station sales. 


HERE’S HOW CITIES SERVICE DEALERS USE 








PERSONAL MAILING PIECE TO CUSTOMER’S DOOR. 
Prepared by Cities Service and signed and mailed by the 
dealer, mailing pieces covering spring and winter change- 
over, plus special services, help boost station business. 





ENTHUSIASTIC SELLING BY THE DEALER HIMSELF. 
Successful dealers have found that pointing out their com- 
pany’s ad in the local paper, and mentioning their national 
radio show adds to sales and prestige. 
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EVERY SALES HELP AVAILABLE TO THEM! 


Top-Notch Advertising and Promotional 
Material Plus Dealer Salesmanship Mean 
Increased Sales At The Station. 


When you put together a combination of the finest products, 
the best and the most in advertising and sales promotion, 
plus dealer enthusiasm and salesmanship . . . you've got 
to win. 

And Success is the story of all Cities Service Dealers. 
They’ve got the combination and, with it, they've opened 
the door to an onrush of sales that amazed even the most 
optimistic. 

Cities Service has stood squarely behind its dealers and 
distributors, and always will, providing every help that 


spells high profits and successful business for them. 


DEALER AND COMPANY... 
ONLY AS GOOD AS EACH OTHER! 


CITIES ) SERVICE 
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PAD Cites Need for Greater Expansion 
In U.S. Lubricating Oil Production 


A survey mate by the Petroleum 
Administration for Defense shows 
that lube oil production capacity in 
the U. S. is expected to reach 182,- 
000 b/d by Jan. 1, 1954. This would 
be only 4,000 b/d above Jan, 1, 1952, 
capacity. 

Pointing out that an expansion 
goal had been set up in 1951 calling 
for 28,000 b/d capacity expansion, 
Deputy PAD J. Ed Warren insisted 


that more lube oil production facili- 


ties are needed. 


;  ] 
Mr. Warren said that’ the 182,000 ° 


b/d capacity expected by the begin- 
ning of 1954 would’ be more than 
sufficient to meet both domestic and 
export demands under present con- 
ditions, but that it was anadequate 
in case of an all-out war. 


“We have only two choices when 
we consider the lube dil program in 
the light of wartime demands,” Mr. 
Warren said. “We can decide that 
in case of war we shall reduce lube 
oil quality in order to increase quan- 
tity. Or we can decide that we shall 
build production capacity now so 
that we have a reserve of some 5% 
or more. Because a reduction in 
lube oil quality would mean a iessen- 
ing of the efficiency of our mechan- 
ized military, the second choice is 
obviously the better one.” 


Lube oil refiners have been reluc- 
tant to undertake expansion because 
of declining foreign markets and ade- 
quate domestic supply. 


Cut in Runs Seen—High seasonal 
inventories of oil product stocks 
shown for Jan. 31 may resuit in a 
sharp cut in crude runs in either 
March or April, according to the Bu- 
reau of Mines. The bureau said Jan. 
31, 1953, product stocks were about 
33 million bbls. higher than a year 
earlier. 


For total stocks of crude oil and 
products, the bureau cited Dec. 31, 
1952 data shewing they were 39.6 
million bbls. greater than on Dec. 31, 
1951, including gains during the yéar 
of 16.1 million bbls. in crude stocks 


and 23.5 million bbls. in products 
stocks. 
' Meanwhile, the bureau reported 


that demand was “very high” in 
December and compensated for “ab- 
normally low demand” in November. 
Total demand for all oils in Decem- 
ber averaged 8,9&9,000 b/d, including 
exports of 501,000 b/d and domestic 
demand of 8,458,000 b/d. Compared 
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with year earlier, the bureau said, 
total demand was up 9.3%, exports 
20% and dgmestic demand 8.8%. 


For the fourth quarter of 1952 oper- 
ations, the bureau reported, total de- 
mand averaged 8,351,000 b/d (up 
5.1% from a year earlier), including 
exports of 440,000 b/d (down 0.2%) 
and domestic demand of 7,911,000 b/d 
(up 5.4%). 

For March the bureau estimates 
that domestic crude to be consumed 
or exported would average 6,380,000 
b/d, compar with 6,420,000 b/d 
forecast foryiFébruary. The March 
forecast included estimated total gas- 
oline demand of 98 million bblis., 
gasoline yield of 43.4% and total 
crude runs of 6,900,000 b/d. 


Gasoline Near Record — Primary 
stocks of gasoline in the U. S. in 
the week ended Feb. 28 came with- 
in 1,438,000 bbls. of the all-time high 
of 158,816,000 bbls. attained in the 
week ended March 29, 1952, according 
to API statistics (see summary table 
on this page). 

Kerosine production declined 807,- 
000 bbis. from the record 21,357,- 
000 bbls. set in the week ended Feb. 
21. 

Withdrawals of kerosine and dis- 
tillate fuel oil from primary storage 
totaled 4,288,000 bbls. as compared 
with 3,730,000 bbis. (revised figure) 
in the week ended Feb. 21. 


Crude oil and condensate produc- 
tion averaged 6,521,000 b/d in the 
week ended Feb. 28, down 21,850 b /a 
from the previous week. 


Days’ Supply — Calculations made 
by NPN from API primary stocks 


show that day’s supply of all major 
products except gasoline is ahead of 
last year. Comparisons are shown 
in the following table: 
Feb. 28, Jan.31, Feb. 29, 
1963 1952 1952 
Finished & unfinished 


@asoline .......6.55- 46 46 48 
Rerestse ede dinvccsse. 61 54 59 
Distillate fuel oll...... 48 47 43 
Residual fuel oll ...... 23 27 25 


Bureau of Mines total demand forecast 
figures for first ard second quarters 1953 have 
been used by NPN to cover period three 
months ahead in calculating days’ supply of 
primary stocks (API data) shown for Feb. 28, 
1953. Comparative figures for primary stocks 
at end of preceding month were calculated 
from B. of M. forecast for first and second 
quarters 1953 and API data. Comparative 
figures for 1951 date shown were calculated 
from Bureau of Mines actual) stocks figures 
for date shown and actua! consumption figures 


for period three months beyond that date 


Avgas Demand Rising — Increases 
in consumption of aviation gasoline 
by civilian aircraft in the U. 8S. of 
more than 30% by 19&5 and more 
than 60% by 1962 over 1952 levels are 
estimated by PAD in a long-range 
study of avgas demand. 

Increases in consumption by foreign 
aircraft, civilian and military, are pro- 
jected at 19% by 1956 and 28% by 
1962 over the total foreign demand 
last year. 

The study does not cover future 
avgas consumption by U. 8. military 
aircraft, Estimates assume contin- 
uance of present economic conditions 
and no all-out war. 

As against 1952 consumption of 21,- 
400,000 bbis., the study estimates con- 
sumption by civilian aircraft in the 
U. S. at 28,200,000 bbis. in 1955 and 
34,500,000 bbls. in 1962. Total foreign 
consumption, which amounted to 27,- 
600,000 bbis. in 1952, is estimated at 
32,850,000 bbls. in 1955 and 35,400,- 
000 bbis. in 1962. 


Estimates submitted by the Muni- 
tions Board to PAD show that de- 
mand for avgas by U. S. military 
aircraft will continue upward for 
several years before leveling off, as 


figures for Feb. 28 and Bureau of jet-powered planes replace piston- 
Mines total demand forecast data engine aircraft, 
Summary of API Report on Refining Operations 
(U. 8. totals — B. of M. basis) 
Week Week Increase 
Ended Ended or 
Feb. 28, » Feb. 21 Decrease 
Producticn ° -. (figures in bbls.) 
Crude runs—daily avg. 7,090,000 .2 + 7,079,000 + 11,000 
Foreign crude included 622,000 652,000 30,000 
Percent operated 95.7 95.5 +4 0.2 
Gasoline 23,360,000 24,123,000* 763,000 
Kerosine 2,935,000 3,065,000 130,000 
Distillate™Peel oil 10,796,000 10,871,000 75,000 
Residual fuel oil 9,017,000 9,113,000* 96,000 
Stocks 
Finished & unfinished ee 157,378,000 * 155,857,000 + 1,521,000 
Kerosine . 20,550,000 21,357,000 — 807, 
Distillate fuel oil 68,025,000 71,506,000* — 3,481,000 
Residual fuel oil - 44,432,000 44,364,000 + 68,000 


(*) Revised 


























Stations do better 
with DULUX | 


REG. U.S. PAT. OFF. 





Good appearance is good business. Mo- 
torists will go out of their way to pa- 
tronize a smart-looking service station 
while they naturally avoid the station 
with a run-down look. 


Alert station operators know the value 
of painting their equipment and build- 
ings with gleaming, durable Du Pont 
DULUX Enamel. They know DULUX 
. withstands hard krocks, oil ard grease 
stains, and weather. And when surfaces 
are soiled, a simple wipedewn makes 
DULUX colors snap right back to their 
original luster. Qualities like these pay 
off in better maintenance at reduced 
maintenance costs. 

With over 187,000 competing service 
stations, it is appearance that makes the 
big difference between a sales rise and a 
slump. With Du Pont DULUX Enamel, 
your station will always have the pulling 
power that leads to busy pumps — to 
extra TBA business! tank 


a he 
trucks? 
BUSINESS GROWS 
WHERE 


DULUX GOES 





REG. y, 5. pat. OFF. 
BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


DULUX enamel 


REG. U. S&S. PAT. OFF. 


CHEMICALLY ENGINEERED TO DO THE JOB BETTER 
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Fight in Congress Over Oil Imports 
Ready to Boil as Hearings Near 


NPN News Bureau 
WASHINGTON — The oil imports 
' battle is increasing in tempo as Con- 
gress moves closer to hearings on 
extension of the Reciprocal Trade 
Agreements Act under which the 
government has lowered petroleum 
tariffs. The act itself has become 
embroiled, apparently, in a feud be- 
tween the White House and Chair- 
man Reed (R., N. Y.) of the House 
Ways and Means Committee. Repre- 
sentative Reed seems to be holding 
off hearings on extending the act, 
which expires this summer, until he 
receives more encouragement for his 
tax reduction bill. 


There was at least a hint, however, 
that the committee might consider 
separate legislation on the imports if 
the trade act stalemate continues. 

The Independent Petroleum Assn. 
of America, stepping up its drive to 
curb oil imports, has scheduled a 
meeting of its Import Policy Com- 
mittee March 17 to discuss possible 
legislation. 

IPAA President Charlton Lyons 
and General Counsel Russell B. 
Brown charged in New York this 
week that imports now are “sup- 
planting” rather than “supplement- 
ing’”’ domestic petroleum supplies and 
therefore “endangers the accomplish- 
ment of needed expansion and the 
maintenance of a healthy industry 
essential to our defense.” 


The association is aiming for ac- 
tion to limit imports to some 300,000 
b/d—either through high import tar- 
iffs or statutory quotas, if the im- 
porting companies take no voluntary 
reduction course. 

Earlier, the Public Advisory Board 
for Mutual Security, appointed by 
former President Truman, reported 
to President Eisenhower: 


“There is no good reason for main- 
taining present import taxes on crude 
oil and on petroleum products. . . 
There is no evidence .that (domestic) 
price and profit incentives are in- 
adequate.” 

The board found, after its six- 
month study, that: 

“The independent domestic petro- 
leum producers do not regard the 
present import tax on crude and re- 
sidual fuel as a deterrent to imports 
at present prices, although they do 
want to retain the import tax as an 
expression of the policy that domes- 
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tic petroleum production is to be 
given priority. . . 

“They are much more interested, 
however, in retaining present deple- 
tion allowances which constitute a 
more tangible expression of public 
policy in recognition of the position 
of the domestic petroleum industry. 


“The economy of the United States 
and the defense of the free world 
require an adequate supply of pe- 
troleum from domestic production 
and from imports. There is no rea- 
son for believing that imports at 
present interfere with exploration, 
development and the growth of 
proved reserves, on the scale nec- 
essary for future defense require- 
ments from domestic sources.” 


The board had no representation 
from any segment of the oil industry. 


The report drew mixed reaction 
from the industry. Mr. Brown charged 
that the report was “shot full of mis- 
statements of facts” and was “obvi- 
ously incorrect.” 


Ellis Comments—However, Otis H. 
Ellis, general counsel, Nationa] Oil 
Jobbers Council, said the board’s con- 
clusions were “refreshing,”’ adding: 


“It is interesting to see some un- 
biased views on the petroleum im- 
ports issue after being deluged for 
the past few weeks with propaganda 
covered with coal dust.” 


Mr. Ellis declared that “any think- 
ing person would have to recognize 
that a reasonable balance (between 
domestic production and imports) 
should be maintained.” 

“I have nevér said that the doors 
should be opened to unreasonable 
quantities of imports that would 
jeopardize the domestic industry,” he 
said. “However, I do not think that 
it is necessary to attempt to main- 
tain reasonable levels by artificial 
restrictions and formulas’ which 
would cause more harm than good.” 


Meanwhile, the National Coal 
Assn. approved a resolution calling 
on Congress to limit residual fuel oil 
imports. The group then set up a 
“permanent” committee to lead its 
fight for this objective. 


Mr. Brown attended the organiza- 
tion’s conference but IPAA is not 
participating in the “permanent” 
committee’s work. Mr. Brown ex- 


plained that his organization will co- 
operate with any group interested in 
limiting imports but said the coal 
association’s views confined primar- 
ily to the residual question and are 
not broad enough. 

These developments took place 
against a drumfire of congressional 
criticism, particularly on the floor 
of the House, of the increasing im- 
ports which Mr. Brown said now ac- 
count for some 14% of the nation’s 
petroleum needs. 

Elsewhere on Capitol Hill the oil 
industry, figured in these events: 


Gasoline Tax-—Seven more states 
—Illinois, Colorado, Indiana, North 
Dakota,’ Idaho, Pennsylvania, and 
Iowa—petitioned Congress through 
their legislatures to pry loose the 
federal government’s grasp on gaso- 
line and allied taxes, leaving this 
field to the states for highway im- 
provement funds and other purposes. 

A bill, H.R. 3637, introduced by 
Representative Klyczynski (D., II.) 
would divert manufacturers’ excise 
taxes on automobiles, tires and tubes, 
gasoline and lubricating oil to fed- 
eral highway aid—45% to primary 
system; 30% to secondary highways; 
and 25% to primary routes in urban 
areas. 


Tractor Fuel—Elbert P. Tuttle, 
general counsel, Department of the 
Treasury, has notified Congress that 
the department favors legislation to 
remove tractor fuel and commercial 
solvents and naphthas from federal 
gasoline tax regulations. However, 
rather than using a distillation form- 
ula in the legislation as proposed by 
Senator Butler (R., Neb.) for such 
products, Mr. Tuttle suggested that 
the products be named “without re- 
gard to end use.” 

World Oi] Study—Chairman Wol- 

verton (R., N. J.) of the House Inter- 
state and Foreign Commerce Com- 
mittee forecast a broad study of the 
foreign and domestic oil situation, 
prospects for the development of syn- 
thetic liquid fuel and the natural gas 
industry in explaining to the House 
this week the need for investigative 
authority in the hands of the com- 
mittee. 
_ Although the U. S. seems to have 
“a reasonable cushion of domestic 
production,” he said, “there is no 
evidence . . . that this would be ade- 
quate for the demands of the nation 
under emergency conditions.” 

“Diligent restudy is required of the 
availability of nearby sources, ac- 
cessible by land, such as Canada and 
Mexico; the availability of sources in 
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the Caribbean; the potential effect 
either of the loss of Middle East sup- 
ply sources, or of a surplus from 
such area and the results upon do- 
mestic exploration and development; 
the potential expansion of the Far 
East fields to serve the Far East, 
and any mitigation of the present 
heavy depletion of California re- 
sources for such market; and the de- 
velopment of synthetic liquid fuel 
processes,” Chairman Wolverton said. 

He explained that such factors in 
the natural gas industry as safety; 
security issues regulation; adequacy 
of reserves; exercise of the right of 
eminent domain, etc. deserve com- 
mittee attention. 


‘Consumer’s Dollar’—Two members 
of Representative Wolverton’s com- 
mittee — Representatives Pelly (R., 
Wash.) and Beamer (R., Ind.)—had 
a harsh opinion this week of the 
value of the Federal Trade Commis- 
sion’s proposed $186,000 study of the 
“consumer dollar’—aimed at finding 
out who gets what part of the dol- 
lar paid by the consumer for a spe- 
cific product. Some oil products are 
included in the plans. 

Both committeemen told FTC of- 
ficials during a hearing on the 
agency’s operations that conclusions 
might be used for “propaganda” and 
probably would not be worthwhile, 
anyway. 

‘Tidelands’__. Committees on both 
sides of Capitol Hill went into execu- 
tive sessions after winding up open 
hearings on the submerged lands leg- 
islation. President Eisenhower, at a 
press conference, again affirmed his 
belief that those lands lying within 
“historical state boundaries” do in- 
deed belong to the states, thus damp- 
ening the effect brought about by 
Attorney General Brownell’s sugges- 
tion that Congress merely give the 
states the right to develop resources 
in that area without giving them 
outright title. 


Naval Reserves Navy Secretary 
R. B. Anderson agreed with the 
House Armed Services Committee 
that, the prospects so far do not 
warrant spending another $9.7 mil- 
lion for the Navy’s oil exploration 
project at Point Barrow, Alaska— 
Naval Petroleum Reserve No. 4. He 
told the committee the fund request 
would be withdrawn and the activity 
halted “as of now.” 

At the same time, he got commit- 
tee approval for a drilling program 
in the Elk Hfils reserve (No. 1) to 
expand production and thereby halt 
Sta encroachment and oil migra- 

on. 


Car, Parts Decontrolled 


WASHINGTON — The Office of 
Price Stabilization decontrolled prices 
on a wide range of products in the 
past week, including new and used 
automobiles, automobile parts and ac- 
cessories. 


House Probers Learn FTC Put Pressure 


On Senate for ‘Cartel’ Investigation 


NPN News Bureau 
WASHINGTON—Capitol Hiil did 
a little digging last week into the 
background of the Federal Trade 
Commission’s “oil cartel” report and 
learned, among other things, that the 
FTC pressed the Senate Small Busi- 
ness Committee last year to investi- 
gate its charges. 


It was suspected at the time that 
FTC was behind the scenes of the 
“invitation” to oil companies to ap- 
pear before the committee but FTC 
didn’t admit it then. Last week, 
however, FTC Chairman James Mead 
told the House Interstate and For- 
eign Commerce Committee that 
FTC had proposed the hearing to 
“clear up insinuations” critical of the 
commission’s staff report. 


Mr. Mead and Corwin Edwards, 
FTC staff director in charge of the 
“cartel” report preparation, also used 
the hearing to voice these views: 
That FTC didn’t put on any “pres- 
sure” to have the report made pub- 
lic; that “nobody who had anything 
to do with the preparation of the 
report is leftist’; that FTC didn’t 
“leak” the report to any columnists, 
and that former Deputy PAD Bruce 
K. Brown made untrue statements 
about FTC in a speech last October. 


Mr. Mead and Mr, Edwards were 
questioned at some length, particu- 
larly by Representative Heselton (R., 
Mass.) who read excerpts from Mr. 
Brown’s speech and from editorial 
comment of “any number of re- 
sposible newspapers” condemning 
FTC's “cartel” report procedure. 


Mr. Heselton also pointed that a 
Washington columnist quoted “ex- 
tensively” from the report prior to 
the time it was released and asked 
if that wouldn’t indicate there had 
been an FTC “leak.” Mr. Edwards 
denied this. 


The congressman also pointed out 
that a number of newspapers had 
said there appeared to be political 
motives behind the report’s release 
since it was just prior to national 
elections but Mr, Edwards insisted 
that politics had nothing to do with 
it 


All in all, the committee appeared 
critical of FTC’s actions. 


FTC Report Blamed — Meanwhile, 
the Senate Small Business Commit- 
tee touched lightly on the “oil cartel” 
matter. It said that the FTC report 
“became the basis of the Justice De- 
partment’s suit against five Ameri- 
can oil companies,” although Justice 
and other government agencies have 
taken the position that the contro- 


versial FTC document was merely 
incidental to the Justice Depart- 
ment’s grand jury proceedings. 

The committee’s attitude was 
shown in its report of its activities 
during the 82nd Congress. Although 
the committee devoted a separate 
heading to the “International Oil 
Cartel”, its handling of the matter 
was mild, 

In its conclusions, which weren’t 
limited to the “oil cartel” matter, 
the committee said that 1952 saw 
the “launching of a new and vigor- 
ous campaign” to weaken or destroy 
government antitrust activities. 


On one other “oil cartel” front, 
Senator Langer (R., N. Dak.) said 
his Judiciary Monopoly Subcommit- 
tee is “still considering” making an 
investigation of the “international 
oil cartel” proceedings but has 
reached no conclusion. 


He said he would consult soon 
with Senator Gillette (D., Iowa) 
who has urged the Judiciary Com- 
mittee to investigate circumstances 
surrounding the “cartel” case, par- 
ticularly the delays that have de- 
veloped in connection with the grand 
jury proceedings. 





‘Crusader’ Unhorsed 


WASHINGTON — Federal 
Trade Commissioner Stephen J. 
Spingarn is finding the role of 
“crusader” a hard one. 

Last week, when FTC Chair- 
man James Mead had finished 
testifying before House Inter- 
state and Foreign Commerce 
Committee, concerning the “oil 
cartel” report, he said that 
Commissioner Spingarn wanted 
to address the group. 

Commissioner Spingarn stood 
up, a bulging briefcase in his 
hands. It seemed likely he was 
prepared to talk at great 
length, 

But Committee Chairman 
Wolverton (R., N. J.) said 
quickly that the committee had 
heard all it needed and wouldn’t 
have time to listen to Mr. 
Spingarn. 

Mr. Spingarn, taken aback, 
pleaded for “just three min- 
utes.” 

“We haven’t three minutes to 
spare,” Mr. Wolverton said, 
“I’m sure the committee has 
sufficient information before 
~~. 

Mr. Spingarn sat down. 
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PAD Program Slows 
For Oil Expansion 


NPN News Bureau 

WASHINGTON — It appears un- 
likely now that any 1954-55 petro- 
leum expansion goal will be estab- 
lished to extend the present 18-month 


program which ends this year, Dep- - 


uty PAD J. Ed Warren indicated. 


Some months ago Defense Produc- 
tion Administration urged PAD to 
make recommendations for its 1954- 
55 program and PAD began prelim- 
inary work. However, work slowed 
while awaiting the new administra- 
tion and has virtually stopped now. 


Warren apparently is not pressing 
for preparation of a new program 
because some areas of the present 
expansion plan still are well short of 
goals. Also, Warren is of the opinion 
that principal benefits from establish- 
ing the program are to aid in allo- 
cating of materials and to obtain 
rapid tax write-off benefits. 


With materials controls nearing a 
virtual end and with tax write-off 
benefits still available under the 
present program, the need for es- 
tabiishing a new program seems 
small, PAD believes. 

Meanwhile, Assistant Deputy PAD 
C. E. Davis indicated it does not ap- 
pear likely that PAD will propose 
any stand-by organization to be kept 
on hand after present problems are 
met. 

He made clear, however, as he had 
done at the recent National Petro- 
leum Council meeting, that PAD 
thinks some functions of the agency 
need to be continued after June 30 to 
meet problems which will still be 
facing the petroleum industry and 
defense officials after that time. 

Beyond those probiems, Mr. Davis 
said he personally felt there was no 
need for maintaining any PAD-type 
organization for “just in case” emer- 
gency action. 


Rail Rate Cuts Sought 
To Balk Pipe Line Plans 


NPN News Bureau 


WASHINGTON—Great Northern 
Railway Co. and Northern Pacific 
Railway Co. have filed application 
with the Interstate Commerce Com- 
mission seeking lower rates on petrol- 
eum products from Billings and 
Laurel, Mont., to the Midwest and 
intermediate points. 


The companies say that unless they 
lower rates, the products pipe line 
will be built. Apipe line is already 
under consideration, they said. At 
PAD, an official said some individ- 
uals—he indicated they were mark- 
eters—had discussed possibility of a 
products line with him but that no 
application for rapid tax write-off 
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had been filed. It was his impression 
that the project probably still was in 
the early planning stages. 


In their rate application, the rail- 
road companies said proposed line 
would almost parallel the Northern 
Pacific railroad and would be 600- 
mile, 8-inch pipe line which, with 
terminals would cost an estimated 
$16,240,000. 


Standard of California 
Signs with Station Union 


NPN News Bureau 

LOS ANGELES—A new agreement 
between Standard of California and 
the Western States Service Station 
Employes Union, providing for perti- 
nent changes in the wage structure, 
has gone into effect. 

New features include: 

1. Station managers receive a 
bonus of 50c per “sales unit.” A 
sales unit is 1,000 gals. of gasoline, or 
50 gals. of lubricating oil or $60 in 
allied sales. 

2. Base starting pay was increased 
from $205 to $210 a month, and a 
new system of pay raises was in- 
stalled. 

A new classification for station 
salemen (attendants) has been a- 
dopted—“C” “_B” and “39 instead of 
junior and senior, as they were form- 
erly designated. 

Under this arrangement, a sales- 
man starts with “C” rating, receives 
a $7.50 per month increase and pro- 
motion to “B” rating after four 
months; then receives an additional 
$10 per month raise and promotion 
to “A” rating after eight months. 
Formerly, salesmen received a $10 
raise after six months. 

3. A provision for “earned” vaca- 
tion rights was written into contract. 
An employe who leaves the company’s 
employ before getting his vacation is 
entitled to vacation compensation at 
rate of one day for every month 
worked. 

4. Commission on premium gasoline 
has been raised from 0.5c per gal. to 
0.75c per gal. Commissions on gaso- 
line sold at each station are divided 
among men employed at that station. 
Rate on regular gasoline is 0.5c. 

5. A commission guarantee of $45 
per month was adopted. Formerly, 
only managers received guarantees. 

6. Multiple pump stations are now 
staffed with three assistant managers 
and one manager plus regular per- 
sonnel instead of two assistants and a 
manager as before. 

Base pay for beginners is $210 per 
month. Individual commissions have 
been averaging $65 throughout the 
marketing territory. A laundry al- 
lowance of $10 a month is given. 
Thus a new employe may start off at 
$285 a month. 


No agreement was reached regard- 


ing a health and accident insurance 
program. 

The agreement was retroactive to 
Feb. 1. This applies to station em- 
ployes of Standard Stations, Inc., a 
subsidiary of Standard of California, 
which operates some 1,100 company, 
stations on West Coast. 

Last year, the work week was re- 
duced from 48 to 40 hours. 

Approximately 5,700 men are em- 
ployed at Standard’s company-oper- 
ated stations. About 92% of them be- 
long to the union, according to Wil- 
liam R. Forgy, union chairman 
(president). He reported 600 new 
members signed up this past month. 


FTC Ripped for Failure 
To Enforce Present Laws 


NPN News Bureau 

WASHINGTON — The Federal 
Trade Commission should “get on 
the job and enforce the (antitrust) 
laws and should cease making 80 
many recommendations about chang- 
ing commission’s procedure,” George 
J. Burger, vice president of National 
Federation of Independent Business, 
said this week. 

Burger’s remarks, which were in- 
serted in Congressional Record by 
Senator Kefauver (D., Tenn.), were 
aimed at*some statements made by 
Commissioner Lowell B, Mason and 
by Representative Reed (R., N. Y.) 
at a recent meeting of the antitrust 
section of the New York Bar Assn. 
Burger is of opinion that small busi- 
ness has been getting only “lip serv- 
ice’ during the past 35 years in- 
stead of real action to protect the 
free enterprise system. 


Defense Orders 
For Oil Industry 


(Issue@ March 3-9, inclusive) 

This description of oil defense orders pro- 
vides a weekly summary of government regu- 
lations that may affect NPN readers. We will 
appreciate our readers letting us know when 
they think that we have omitted a regulation 

Complete copies of the official text of these 
orders can be obtained from Platt’s OIL-Law- 
GRAM Reports, 1213 West Third St., Cleveland 
13, Ohio, a publication which reproduces and 
mails out the orders on oll upon issuance 
Minimum charge for single copies, $1.00, 
postage paid. One year’s service, $100. Less 
than one year’s service pro rata plus $5.00 
for handling. 

CODE: NPA—National Production Author- 
ity, ESA — Economic Stebilization Agency; 
PAD—Petroleum Administration for Defense; 
ODM—Office of Defense Mobilization; DPA- 
Defense Production Administration; DTA — 
Defense Transport Administration; WSB — 
Wage Stabilization Board; OPS — Office of 
Price Stabilization. 


List of Orders 


OPS—Office of Price Stabilization 
GOR 9%, Amdt. 43—Automobiles, 
marine vessels, 


What Orders Do 
Office of Price Stabilization 


BILES, TRUCKS, MARINE VES- 
SELS— Amdt. 43 to GOR Exempts from 
price control sales of automobiles, highway 
commefcial vehicles, aircraft parts, marine 
equipment, boats, ships. 


trucks, 


19 








THE WEEK’S OIL NEWS 





Trial Date Set in Utah Antitrust Case 


SALT LAKE CITY, Utah—Trial 
date of a private antitrust case which 
may have a bearing on the big West 
Coast antitrust suit has been set for 
April 1 in the court of U. S. District 
Judge Willis Ritter. 

It inyolves Blue Bell Co. of Idaho, 
vs. Standard Oil of California, the 
Salt Lake Refining Co., the Cali- 
fornia Co. (both subsidiaries of 
Standard of California) and _ the 
Frontier Oil Refining Co. 


Blue Bell, seeking $240,000 treble 
damages, has charged the other com- 
panies with combining and conspir- 
ing to destroy the company and to 
deprive it of its supply. Blue Bell 
markets petroleum products in Idaho 
and Utah. 

The case involves an exchange ar- 
rangement Frontier had with the 
Standard companies. Blue Bell, which 
bought through Frontier, charges the 
Standard companies ordered their 
supply cut off because Blue Bell was 
selling in Utah. 

Blue Bell contends the supplier has 
no control over a product after it is 
sold and that the attempt to retain 
control is restrictive, Hence, it vio- 
lates the antitrust laws, according to 
Blue Bell. 


The relationship to the “Big Case” 
against seven West Coast major oil 
companies is this: this case will at- 
tempt to show the effect of integra- 
tion on a market. 


In the Big Case, the government 
contends integration has resulted in 
monopolistic control and demands di- 
vorcement of marketing. 


Blue Bell’s case has been prepared 
and will be prosecuted by W. Alan 
Thody, Los Angeles attorney. Thody 
prepared the antitrust division’s “ex- 
clusive dealing” case against Stand- 
ard of California in 1948 when he 


Was a member of the Department of 
Justice staff. 


Cross-Complaint—This case grew 
out of a complaint originally filed by 
Frontier against Blue Bell, charg- 
ing infringement of trade names and 
trade marks. Blue Bell countered 
with a cross-complaint, ringing in 
the Standard of California companies 
and making these charges: 


1. That the exchange agreements 
constitute restraint of trade because 
the contracts involved “combining 
and conspiring.” 


2. That the companies sought to 
restrain trade and monopolize the 
sale, distribution and marketing of 
petroleum products in Utah by agree- 
ing to exclude, eliminate and restrict 
the competition of individual gaso- 
line distributors. Blue Bell alleges 
they agreed to control, restrict and 
stabilize the distribution of gasoline 





and other petroleum products from 
the North Salt Lake City refinery. 


3. That they established and fixed 
uniform and noncompetitive retail 
prices of gasoline and other petro- 
leum products sold and marketed in 
Utah. 


Blue Bell’s cross-complaint alleged 
that on Feb. 27, 1950, notices were 
sent by the California Co. to the 
Salt Lake Refining Co. ordering that 
shipments to Blue Bell on Frontier’s 
account or on the Carter Oil] Co. ac- 
count be discontinued. (The Carter 
Oil Co, is not involved in this case). 
The iatter two had exchange ar- 
rangements with the refinery, Blue 
Bell drawing on both, according to 
the cross-complainant. 


According to Blue Bell, the ar- 
rangement contemplated the sale of 
petroleum products in Idaho. When 
it was learned that Blue Bell was 
marketing the products in Utah, 
Standard urged that the supply be 
cut off, Blue Bell alleged. 

The act of permitting delivery in 
Utah but seeking to prohibit sale of 
that product in Utah is restrictive 
and constitutes a violation of the 
antitrust laws per se, according to 
Blue Bell. 

The case will be heard by a jury. 

The antitrust charges are pat- 
terned after portions of the govern- 
ment’s pending case against the 
seven West Coast majors: General 
Petroleum, Richfield, Shell, Standard 
of California, The Texas Co., Tide 
Water Associated and Union Oil of 
California. 

Principal Blue Bell figure will be 
S. H. Bennion, general manager. 


‘Gas’ Tax Bills Meet Defeat In Three States 


NPN News Bureau 

NEW YORK—tThe motoring tax- 
payer received good news last week 
as moves to raise the gasoline tax in 
three states were squelched, while in 
Arkansas, a gasoline price-fixing bill 
affecting oil refiners was killed. Good 
news for jobbers in Texas too, as a 
bill permitting gasoline jobbers tax 
discounts, won one round in the leg- 
isiature. 

In Albany, N. Y., state legislative 
leaders abandoned plans to push a 
2c per gal. increase in the state’s 
present 4c gasoline tax. Time limit 
has passed for the introduction of 
bills by individuals, and only bills 
proposed by the rules committee can 
be introduced. However, there is 
still a possibility that the proposed 
gasoline tax hike might again be 
considered in a special session this 
summer. 

In Charleston, W. Va., the admin- 
istration-backed bills to raise the 
state 5c per gal. gasoline tax to 6c 
and to levy 25c per bbl. severance 
tax on crude oil were rejected by 
state legislature. Lawmakers in- 
stead created interim committee‘ to 
make a thorough study of the State 
Road Commission’s practices. 

In Salt Lake City, Utah’s Gov. J. 
Bracken Lee vetoed a bill to raise 
the state’s 5c per gal. gasoline tax to 
6c, The  Governor’s’ statement 
stressed the taxpayer’s inability “to 
continue paying more and more 
taxes.” 

A gasoline price-fixing bill intro- 
duced to the Arkansas state legisla- 
ture Feb, 25, was killed by a vote of 
41 to 34, 10 votes short of the re- 
quired 51 to pass. 

The feature of the bill, which was 
to have been policed by state revenue 
commissioner, was 10c per gal. pen- 


alty on local refiners if their gaso- 
line sold at higher prices in Arkansas 
than in neighboring states. 

In Austin, Tex., a bill to let Texas 
gasoline jobbers obtain licenses for 
tax discounts passed in the House 
112 to 18. 


Rep. Frank H. Crain, Jr. of Vic- 
toria, said the bill, which now goes 
to the Senate, will place Independ- 
ent jobbers on the same basis as 
major companies in paying gasoline 
taxes. Majors now have an advan- 
tage by paying taxes after the gaso- 
tine is sold, whereby Independents 
must prepay taxes, Mr. Crain said. 

The bill permits jobbers to take a 
1% discount for evaporation. 


Record Damages Awarded 
In Transport-Car Crash 


NPN News Bureau 

LOS ANGELES—An award of 
$265,000 damages was made to a 
former Army private, Vincent Jenn, 
24, by a Los Angeles Superior Court 
jury last week for injuries received 
when the car he was driving collided 
with a tank truck of The Texas Co. 
near San Ardo, Calif. Dec. 17, 1951. 
Medical testimony showed Jenn suf- 
fered permanent brain lesions reduc- 
ing his. mentality to that of a nine- 
year old child and paralyzing his 
right side. The award is believed to 
have set a record for Los Angeles 
county courts. A passenger in Jenn’s 
car won a $15,000 award. 

Witnesses testified that as Jenn 
started to pass the tank truck, it 
swerved to the right, then made left 
turn without a signal. 

The truck driver testified he did 
signal, but admitted under cross-ex- 
amination he might have cut the 
corner. 
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Weather Stays ‘Warm’ 


In Three Heating Areas 


NPN News Bureau 

CLEVELAND—The Southeast was 

the only area in NPN’s degree day 

report to register colder than last 

year for the Sept. 1-March 7 portion 

of the heating season. However this 
area was warmer than normal. 


The East Coast, Midwest and West 
Coast-Rocky Mt. areas all registered 
warmer than normal or last year, 
making the seventh week of warm 
weather for the Midwest and West 
Coast-Rocky Mt. areas and the third 
week for the East Coast area. 


Degree Day Summary 
Season Sept. 1—March 7 


1962- 1961- 

East Coast 53 52 
Bostont ......... 3921 4128 
New York 3452 3584 
Philadelphia 3257 3371 
Washingtont ..... 3169 3168 
Average ....... 3450 3563 


. 444 4985 
3915 4278 
4467 4827 
Minneapolist .... 6097 6583 
Omahat ....... 4889 5271 
St, Louis 3424 3723 
Average ....... 4556 4945 
Southeast 
Birmingham, Ala.t 2243 2050 
Charleston, S. C.. 1438 1340 
Nashville, Tenn.{. 2879 2867 
Raleigh, N. C. .. 2462 2389 
Average ....... 2256 2162 2442 
West Coast—Rocky Mt. 
San Francisco ... 1699 2012¢ 1731 
Seattle .......... 2762 3226 3346 
Denvert ....... 4278 4580 4500 
Average ....... 2913 3273 3192 


Degree days are on 65 deg. F. basis. 

tReadings at airport office. Readings in 
other cities taken at downtown (city) offices. 

tIncludes weather bureau correction. 

CORRECTION—Wrong figures for Seattle 
were inserted in the degree day summary for 
the month of February in March 4 NPN. Cor- 
rect Seattle figures for that month are: 572 
for 1953, 598 for 1952 and 625 for normal. 
This changes West Coast-Rocky Mt. average 
to 500, 605 and 630 respectively. 


For-Hire Tank Trucks Haul 
33 Billion Gals. of Oil 


NPN News Bureau 

WASHINGTON—tThe nation’s for- 
hire tank truck fleet of 15,546 
units hauled a record total of 33 bil- 
lion gals. of petroleum products in 
1952, according to newly-completed 
publication of National Tank Truck 
Carriers, Inc. 

The booklet, “Quick Facts About 
the For-Hire Tank Truck Industry,” 
added that 1952 hauls represented 
more than 400 times the standing ca- 
pacity of 82,888,000 gals. (average of 
5,300 gals. per units). In 1941, U. S. 
for-hire fleet had 4,653 units with 
standing capacity of 20,159,000 gals. 

Following other facts on for-hire 
operations were shown: 

Fleet consists of 13,488 general 
purpose and 506 pressure units, plus 
1,552 miscellaneous units for trans- 
portation of chemicals and other 
products requiring special handling. 
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On average haul under 200 miles, 
turn-around time for a tank truck is 
between 11 and 13 hours, compared 


‘with average of eight to 10 days for 


tank cars on similar hauls. 

Last year the for-hire tank truck- 
ers spent $31 million for new trucks, 
$23 million for new tanks, $59 mil- 
lion for motor fuel and more than 
$17 million for tires and tubes. 

Limited quantities of illustrated 16 
page booklet may be obtained free 
of charge from association headquar- 
ters at 1424 16th St., Washington, 
D. C. Volume orders are selling for 
$10 per 100 copies. 


MODEL NO. 906 


f 
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OKHEIM 


COMPARE THE VALUE 


-— No other pump for tank 
trucks gives so much in satisfactory service at so 
little cost. Excellent for single or split loads. By-pass 
valve permits pump and motor to operate freely 
when nozzle valve is closed without building up 
pressure in hose. Requires only one operator. Elimi- 
nates retracing steps between truck and tank. Cuts 
delivery time. Operating on an economical 1% HP 
gasoline engine, a Power Pack dispenses up to 20 
gallons per minute. Delivers 10,000 gallons of fuel 
on a gallon of gasoline. Write for bulletin and prices. 


High Court Begins Hearing 
On Esso Storage Tax Case 
NPN News Bureau 

WASHINGTON—U. 8S. Supreme 
Court was scheduled to begin hear- 
ings on the validity of a Tennessee 
law under which the state collected 
a 7c per gal. tax on government- 
owned petroleum products stored in 
Tennessee by Esso Standard Oil Co. 
for military services during World 
War Il. 

Both Esso Standard and the U. 8. 
government have appealed the lower 
court’s decision upholding the tax. 


ka Enjoy improved, lower-cost delivery service 





Other Power-Pack 
FEATURES 


Equipped with Register and 
Totalizer; Ticket Printer, 
optional — Rotary pumping 
unit and meter of same type 
as used in famous Tokheim 
Computer pumps — Gate 
valve ( dard) elimi 
need for pre-determined stop 
mechanism — Rigid, welded 
steel frame; streamlined 
metal housing — Easy, eco- 
nomical installation — Mod- 
erately priced. 














General Products Division 


TOKHEIM OIL TANK AND PUMP CO. 


1650 WABASH AVENUE, FORT WAYNE 1, INDIANA 
Factory Eranch: 1309 Howard St., San Francisco 3, Calif. 
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Supplier-Dealer Group 
Nears Approval by API 


NPN News Bureau 

NEW YORK—Mail balloting by 
American Petroleum Institute’s Gen- 
eral Committee on Marketing is be- 
ing conducted on a study group’s 
recommendations for formation of a 
service station advisory subcommit- 
tee. 

It was the thought of the study 
group, headed by E. J. McClanahan 
of Standard Oil of California, that 
a subcommittee consisting of equal 
numbers of suppliers and dealers or 
their representatives might be or- 
ganized at the May 4-5 marketing 
division meeting in Dallas to func- 
tion as follows: 


1. It shall seek to foster, between 
service station operators and sup- 
pliers, a better understanding of each 


other’s problems, needs, and points of © 


view; and to review, in a spirit of 
friendliness, matters of common in- 
terest. 

2. It shall serve as the clearing 
house within the API to consider 
and counsel upon broad problems of 
both dealers and suppliers affecting 
generally retail distribution through 
service stations. 

3. It shall promote the study of, 
and the dissemination to dealers of 
information concerning, improvements 
in service station operation, person- 
nel training and management, and in 
dealer understanding of influences 


generally affecting the service station 
business. 
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THAN COMPARABLE COUPLINGS! 


New Flexiflange Flexible Couplings — 
Specially Designed for Tank-Truck Use 


4. It shall foster programs to es- 
tablish public recognition of the deal- 
er’s important distributive functions; 
to encourage his participation in civic 
affairs as an essential member of 
the business community; and to pro- 
mote the best interests of the motor- 
ing public. 

5. It may accomplish these objec- 
tives by recommendations to estab- 
lished API committees and staff per- 
sonnel, or by the appointment of spe- 
cial study groups. 

6. It shall abstain from any dis- 
cussions, recommendations, or agree- 
ments concerning prices, margins, or 
contracts; or the supply arrangements 
for any dealer or group of dealers; 
nor shall it take action which may 
be violative of any law. 

To insure the legal propriety of the 
activities of this subcommittee, its 
membership should include at least 
one attorney who should be in at- 
tendance at all meetings, the study 
group added. 

The group, according to Chairman 
McClanahan, “unanimously” favored 
establishment of such a committee. 

“The unanimity within the group,” 
he said, “evidences its recognition of 
the importance of, and the broad re- 
sponsibilities borne by, service station 
dealers and suppliers in distributing 
petroleum products, in serving the 
nation’s motorists, and in forming 
favorable public opinion toward the 
oil industry.” 


New Jobber Firm Named 
Tide Water Distributor 


NPN News Bureau 

NEW YORK—tThe newly formed 
County Petroleum Products, Inc., 
Liberty, N. Y., has become a Tide 


Because the emphasis over the past few years 
has been on faster unloading, truck and trailer 
truck operators have been moving to large size 
piping. There has been one important drawback, 
however, to this trend. Leakproof, flexible cou- 
plings to fit the larger pipe have always been 
available—but they are designed primarily for 
use in bulk plants and refineries. This means they 
are much heavier than need be. 

Now Philadelphia Valve Co. has solved the 
problem with its new line of Flexiflange Flexible 
Couplings. Made of malleable iron, they are 
engineered specifically for use in truck and 
trailer tanks. They're designed for 100 psi with 
a liberal safety factor—far stronger than neces- 
sary for tank-truck service—yet in most cases 
they offer a weight saving of up to 58)4 percent! 

Flexiflange Couplings fit into the same grooves 
as any standard couplings. The seals, too, are 
interchangeable with other standard makes. 
They are available in all sizes from 1” to 6”. Pipe 
sleeve adapters can also be furnished. 

To get peak efficiency with up to 5844 percent 
saving in weight, be sure to specify Flexiflange 
Couplings by Philadelphia Valve. Write for 
complete information and prices. 


Water Associated distributor. The 
new company hag leased 75,000-gal. 
storage but plans to build a 100,000- 
gal. bulk plant, warehouse and office 
building within the year. The firm 
owns one service station, has leased 
another and is negotiating for lease 
of six others. 

County Petroleum will distribute 
Tide Water gasolines, automotive 
lubricants, heating oils and accesso- 
ries throughout most of Sullivan 
County, in the southeastern part of 
the state. Officers are Milton Levine, 
attorney and peace justice of Hurley- 
ville, president; Leo Blank, president 
of Sullivan County Building Materi- 
als Co., Inc., vice president; and 
Robert Blank, proprietor of Triangle 
Service Station, secretary-treasurer. 
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Profits Rule Major's Marketing Department 


The marketing department of Socony-Vacuum Oil Co., Inc., is expected 
to operate at a profit with no department subsidizing another, This point was 
made by Herbert Willetts, director in charge of domestic marketing of Socony- 
Vacuum Oil Co,, Inc., New York, N. Y., in a talk before the Illinois Petroleum 
Marketers Assn. at Chicago, Ill., March 11. 

Mr. Willetts explained in detail how his company operates on a depart- 
mental profit and loss system. He also told how Socony has decentralized its 
management to increase efficiency and cut the cost of doing business. 

Partial text of Mr. Willetts’ talk follows: 


What our com- - 
pany expects of 
us is this— that 
we in the mar- 
keting depart- 
ment make a 
profit. It is the 
policy of our 
company to try 
to make a profit 
in everyone of 
its operations 
and in every unit 
within each op- 
eration. In 1946 
the Socony-Vacuum board of direc- 
tors reaffirmed this policy by formu- 
lating it as follows: 


“The company will continue to 
operate under a departmental 
profit and loss system. Each 
principal operation of the com- 
pany, such as producing, trans- 
portation, refining and market- 
ing should be expected to op- 
erate on a competitive basis with 
industry; and it should be ex- 
pected to operate on a profit- 
able basis. No principal activ- 
ity of the company should be 
subsidized by any other depart- 
ment.” 


Decentralization—A second broad 
policy of our company is decentrati- 
zation of management. We believe 
in decentralization because we be- 
lieve that first-hand knowledge of a 
problem leads to sound decisions if 
those making the decisions are qual- 
ified for their jobs. We also believe 
that the more an operation is de- 
centralized, assuming competent lo- 
cal managers, the less will be the 
cost of doing business. 

What I think may interest you is 
how our marketing department func- 
tions in trying to execute those two 
broad policies, and how all this may 
relate to some of the questions 
raised by jobbers. Incidentaily, in 
this talk I shall use the words “job- 
bers” and “distributors” interchange- 
ably as meaning all wholesale re- 
sellers. 


Marketing Program—Our market- 
ing department’s basic program to 
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tie into the over-all company policy 
may be summarized in this way: 


In each operating unit we try 
to sell a specified quantity of 
products in selected areas, by 
selected methods of distribution, 
through selected accounts, so as 
to produce a net profit. 


By “specified quantity” we mean 
that each district has a volume ob- 
jective, but it is not on the basis of 
“get that galionage and as much 
more as you can.” It is rather “come 
as close to that figure as you can.” 

This does not mean that Socony- 
Vacuum is uninterested in volume. 
We intend to continue to sell a sub- 
stantial number of barrels of the 
various products in the future as we 
have in the past. But our primary 
interest is in an efficient and profit- 
able operation. 

When we say “in selected areas” 
and “by selected methods” we mean 
that we study every area, to deter- 
mine whether we should operate 
there at all, and if we should, whether 
it can best be handled through a job- 
ber or distributor, through a commis- 
sion agent or on a direct basis. 


Planned Distribution — The next 
phrase in our basic marketing pro- 
gram is “through selected accounts.” 
This we cali our planned distribution 
survey concept, and it is known with- 
in Socony-Vacuum as P.D.S. Under 
this we continually study all accounts 
in a given area to try to determine 
which are the most desirable from 
the standpoint of profit opportunity. 
We apply the P.D.S. principle in 
seeking dealer accounts, distributor 
and jobber accounts and commercial 
accounts. 

The last phrase is “to produee a 
net profit.” Over the years this 
profit concept has steadily developed 
until now we have a profit and loss 
statement not only for the market- 
ing department as a whole, but also 
for each.marketing district, division 
and region within the department. 

Cost accounting admittedly is not 
an exact science. The aliocation of 
the many items of expense which 
apply in part to more than one func- 


tion and the methods of establishing 
inter-departmental charges are mat- 
ters of judgment. 


While accurate cost accounting is 
impossible and varies from company 
to company, it is, I believe, possible 
for a company to get a pretty good 
idea of whether a department or 
even a district within a department 
is making or losing money, provided 
that it is strict policy, as it is in our 
case, to follow the same principles 
year in and year out and, most im- 
portant in marketing, provided you 
try to start with a going value. 
Under our system, the marketing de- 
partment is charged prices for prod- 
ucts from our own refineries which 
reflect changes in the competitive 
markets. If the manufacturing de- 
partment thinks the price at which 
it is selling to marketing is too low, 
it will fight for a higher price be- 
cause manufacturing, like marketing, 
is expected to stand on its own feet. 

Our marketing department then 
must pay all costs of moving and 
selling the products and a fair por- 
tion of the headquarters overhead. 


P and L System—aA field profit and 
loss system and decentralization of 
management are inseparable. Early 
in the deveiopment of our field P and 
L system, we summarized our views 
in this way: 


“To gain the benefits accru- 
ing to small local enterprises 
and also those benefits which ac- 
crue to an operation the size 
of our own, we have eiected to 
use the principle of decentral- 
ized responsibility, coupied with 
commensurate authority. This 
permits local flexibility, which is 
of tremendous importance, and 
also allows the degree of stand- 
ardization that, from time to 
time, experience proves will be 
beneficial.” 


A manager, whether district, di- 
vision, regional or national, who 
works under the marketing plan I 
have been describing should be in- 
terested in profit and not merely 
gallonage. He should watch ex- 
penses very carefully. 


The field manager on a P and L 
should take a realistic view of real 
estate. He should study carefully 
every proposition related to real es- 
tate, whether purchase or rental. He 
should be very reluctant to meet lo- 
cal competitive conditions by reduc- 
ing rentals. He should be inclined to 
rent stations to dealers at a flat 
monthly rate, based on what the sta- 
tions are worth as income producers 
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to the dealers, rather than on a gal- 
lonage basis. 

What It Means to Jobbers—The 
important question is what this ap- 
proach means to the distributor and 
jobber. I think there are several 
points to be considered in this con- 
nection. 

First of all, there is the similarity 
of approach. The jobber cannot be 
merely a deliverer of goods on which 
a profit is made in some previous 
operation, If the jobber is to stay 
in business, he must make a profit 
on marketing, which means that he 
must sell his goods at a price which 
will cover the cost of the goods and 
all his other costs, and have some- 
thing left over. A marketing dis- 


trict, to make a showing under our 
plan, is in a similar position. It 
must make its money in marketing. 
The same goes for olr marketing de- 
partment as a whole. 

Secondly, from the jobber’s stand- 
point, is the fact that we have great- 
ly increased not only the number of 
jobbers but also the percentage of 
our total business done through job- 
bers since this plan went into op- 
eration. We now sell through about 
2,500 distributors, jobbers and other 
wholesale resellers throughout the 
country, and we believe this is more 
than any other company. There is 
no way of checking the figures pre- 
cisely but I would estimate that at 
least 500 new small businesses have 





“How I boosted my dairy herd 
from 40 to 200 cows” 


(without adding help or acreage) 


by HARRY KOCH, Greenfield, Franklin County, Mass. 
Owner of World's Record Holstein cow, “Miller Farm Mattie Echo” 





My oil-powered forage harvester (sith an interchangeable head tor 
corn and grass silage? hay been a big help. Using this harvester with 3 truck and 
s tractér, 5 mem cao pew harvest more roughage than 7 men.and 3 tegmes of 


herses uel to being in, By being able to harvest fact — at exactly the right time 
we bow get t enttings of grass for silage and hay instead of jut 2. With the 
harvester we have mote than doublet the productive capacity ef eu 

Lamst as well a= unproved the qualiy of our roughage 






Farming with git-powered equipment beipe me do 10 times 


the busines, | did 1d years age. But it dees even more than that. 


ft gives me spare time—time te spend with my wife and 5 kids and 


titer tor commenity activities like being a C 
& past President of the Franklin Gonaty Farm 
ol the iycal CH Clob, Yes. since | started raising dairy cattle as 
& +H boy in 1924, farming has sure changed for the better, 


Commissioner, 


3 
z re feet 
i Ae ; 


Back in *37 | we farming cusively with 
horse-drawn equipment. \ herd of 40 Gucnimes< 
and the farm were heeping my men aid nw 
busy. But that year [ ewitched to cil powernd 
equipment. Since then Ive been able vs lenunt 

wey herd wo 200 head withvot adding help 

or acreage, On top of that I've added a small dairy 
besinerss and S008 chivkeos, 


aad the leader 








ur tight, 


Better roughage wrans beticr cows- like wie Milles Farw Mattie Echo who 

gave 1158 and 1121 ibs. butterfat in cuceessive years, setting 2 world’s records 
which beat afl Heltein cows classified evceficot on 3 time milking. At the came thor, 
we've bred, raised and developed 18 of the 140 all-time national sass leaders in 


the herd improvement division of the Gacmnery breed. 





Farm business is important business to U.S. oilmen, who are continually trying to outdo each other 
in reaching the farmer first with the newest, most improved oil products, farm chemicals. and services. 
this is one way you benefit from the American system of free competition where privately managed 
oil companies have a chance to earn a profit while serving you. Y 


; For a free, interesting booklet, “Power Farming,” write to: Oi Industry Information Committee 
, Atnerican Petroleum Institute, Box 83, 50 West Sth Street, New York 20, N.Y. 


OIL’S AID TO FARMING is told in this OIIC advertisement scheduled to appear 


in the April issues of Farm Journal, Capper’s Farmer, Successful Farming, and 
Progressive Farmer. 
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come into being in the U. S. in the 
last five years directly as the result 
of our marketing plan. 


Jobbers Are Important—As I have 
indicated, it is not mere coincidence 
that we have increased the number 
of jobbers since the various aspects 
of our plan were inaugurated, and 
it is not because we dislike direct 
operations. It is because our studies 
showed we could make more money 
in many instances by operating 
through jobbers than by operating 
direct, The fact that this great in- 
crease in the number of jobber ac- 
counts and in the percentage of our 
total business done through jobbers 
has come within the confines of pure- 
ly economic considerations on the 
part of Socony-Vacuum is the best 
proof I know of that jobbers per- 
form an important economic function 
in the marketing of petroleum prod- 
ucts and that their outlook for the 
future is good. If jobbers ever get 
subsidies from their suppliers, that 
is when they should start worrying 
about their future because uneco- 
nomic relationship cannot last long. 


A third point, from the jobbers 
view, is that a field manager who is 
on a P and L basis has a direct and 
important stake in working closely 
with his jobbers, because he knows 
that a successful jobber will help 
him make more money. 


A field manager who feels that he 
has a stake in the jobber’s success 
will want to see that the jobber gets 
full opportunity to make use of 
sales and operations programs devel- 
oped by the company. In this con- 
nection, I think of studies we are 
making now, to learn more about the 
habits of the buyers of petroleum 
products. 


Fourth, the plan, especially the de- 
centralization aspect, means that in 
the field there are men in a position 
to act with authority who know the 
jobbers, who know the area and know 
the problems. 


Fifth, a field manager under our 
plan makes a careful appraisal of 
investment. 

The sixth and last point is one 
which at first blush may seem to be 
a disadvantage to the jobber, but 
which in the long view may be quite 
the opposite. Field managers, in 
considering seliing prices to jobbers, 
keep an eye on their own P and L’s. 
This may mean in a given instance 
that a jobber might have done bet- 
ter for a brief period if the field 
manager were less concerned about 
his own P and L showing. But the 
long-range effect is that the field 
manager, doing his job properly, 
makes the decision on a sound eco- 
nomic basis, and this helps assure 
that the cost of operating through 
jobbers does not rise to a point which 
would make direct operation more 
desirable. 
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Oil's Real Story Is About the Independent 


Evidence keeps piling up that marketing costs can be 
separated from total costs of a major oil company and 
that marketing by majors is profitable and that jobber 
operation can be more economical in some areas, at least, 
than direct major marketing. 

The latest evidence is that offered to the Illinois job- 
bers’ meetings in Chicago this week by Socony-Vacuum, 
through Herbert Willetts, director of domestic market- 
ing (see story on p. 23). It is a frank divulgence that 
should contribute to better understanding within the in- 
dustry, because Socony-Vac, since the war, has steadily 
built up the number of its Independent distributors to 
where today they total more than 2,500, a truly impos- 
ing number. The company also makes the claim that it 
has brought into existence in the last five years alone, 
by careful planning for most efficient distribution in 
each marketing area, “at least 500 new small business 
men.” This is a record well worth advertising, not only 
to the general public but to the oil industry, to show the 
company’s own good efforts to get more healthy competi- 
tion in the industry. 

NPN has contended over many years that Socony-Vac, 
and the industry as a whole, would be much better off 
politically and economically if Socony-Vac for illustra- 
tion, advertised less about its Flying Red Horse brand 
and more about its development of Independent distribu- 
tors and its decentralization of distribution and manage- 
ment and the benefits that have flowed from such, as 
told this week by Mr. Willets. Mostly this contention 
seems to have fallen on deaf ears or on minds fairly well 
closed to the plain economic facts that will help keep 
oil and all other industries alive if the public is made 
to know and to understand those facts. 


All big oil companies have facts of this kind they 
easily could and should tell the industry and the 
public, but for some reason they do not, and seem. 
ingly will not, though political reasons for the telling 
press ever harder upon them. 


Proof of good, strong competition is what the indus- 
try must have to keep out of the clutches of socialistic 
government. While, at the moment, the atmosphere 
at Washington has improved, now is the time when a 
wise industry—meaning the major oil companies—will 
search its records hard for evidence of that kind, which 
is what Marketing Director Willetts presented at Chicago 
this week. And a wise major oil company also will talk 
less about its prowess in drilling deep wells and building 
big refineries and performing other enormous feats that 
cannot possibly be carried off by its small competitors, who 
outnumber the majors thousands of times over. 


Today especially should the major oil companies tell 
to other members of the industry what they contribute 
and cause to be contributed to Independent and free and 
vigorous competition. They should tell that story be- 
cause even today many in the industry do not believe it 
and consequently give a false impression of the industry 
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to their neighbors, their employes and to members of 
government law departments and legislatures. 

What these majors have long refused to see is that, 
with hardly a single exception, every legislative investi- 
gation and every government antitrust attack has origi- 
nated from right within the industry itself; some from 
their majors competitors in oi] production, some from 
their competitors in oil refining but most from their 
competitors in oil marketing. 

Major attorneys and officials blame “the politicians” 
when if they would only look at the facts instead of 
avoiding the facts, they would see as plain as the hands 
in front of their faces, that the attacks come from com- 
petitors within the industry who, rightly or wrongly, 
think they have been done an injustice. 

NPN has many times canvassed major companies with- 
out finding a single one whose marketing department 
is run deliberately at a loss, a fact which the companies 
know, and yet there are men in some of these companies 
that hand out for industry and public consumption the 
idea that running an oil company is so complicated that 
it is utterly impossible to separate marketing from other 
costs. 

The facts are to the contrary, so why not divulge them 
and why not talk about the efficiency of the independents 
and the contribution they are making to our free and 
competitive business ? 

Socony-Vacuum is doing the whole industry a real 
service in letting Mr. Willetts talk as he did in Chicago 
this week. 


Marketers Have Big Stake in Outcome 
Of Oil Imports Battle in Congress 


Independent marketers had better make ready to jump 
with both feet into the developing battle at Washington 
over the oil imports issue—and a good place for them 
to start doing that very thing is the meeting of the 
National Oil Jobbers Council at Montgomery, Ala., the 
week after next. 

The marketer has a very real stake in this con- 
troversy, no less a one than the Independent producers 
who, in league with the coal interests, now are pressur- 
ing Congress to impose arbitrary and extreme limita- 
tions on the quantities of foreign petroleum that may 
enter the U.S.A. Chances of Congress yielding to this 
pressure seem greater than in past years and the re- 
sult of any artificial restrictions on supply could hit 
the jobber right where he lives—in the pocketbook. 


If he is to remain in business, the jobber needs 
first and foremost the assurance of an adequate sup- 
ply at reasonable prices. That is something he won't 
be able to count on for sure if the two powerful 
producer groups, one coal and the other oil, suc- 
ceed in their present campaign on Capitol Hill. 

A couple of years or so ago, only a tie vote in the 
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Senate blocked the passage at that time of legislation, 
in amendment of the Reciprocal Trade Agreements Act, 
that would have placed an artificial limit on the flow 
of oil imports. This was too close for comfort. Only 
some last minute floor maneuvering, which resulted in 
the switch of a critical vote, saved the day. Since then, 
imports have risen in volume to where today both the 
coal producers and the Independent oil producers think 
the weight of the evidence is vastly heavier in their 
favor, so much so, indeed, that they exude a confidence 
that nothing can stop them this time. 

Well, that remains to be seen. A lot will depend on 


the strength and intelligence of the opposition, which 
is where the NOJC comes in. 


At its meeting in Chicago last November, the Council 
went on record with a warning that if any group or 
segment within the industry seeks to impose import re- 
strictions, NOJC then will decide whether to take steps 
toward seeking a reduction in the 27.5% depletion al- 
lowance the government tax laws extend to oil producers. 
Independent marketers never have been quite able to 
satisfy themselves that the depletion allowance is not 
a device which the integrated companies use to sub- 
sidize their marketing operations to the jobber’s disad- 





All time is the right time for saying what is 
just—Homer 


Editorials are written to stimulate discussion, 
because it is only through discussion that a na- 
tion, industry or a company can arrive at 
sound decisions. NATIONAL PETROLEUM NEWS al- 
ways welcomes comments on its editorials. 


Please write Warren C. Platt, Editor, 1213 
West 3rd St., Cleveland 13, Ohio. 











vantage. Whether they should now resort to an actual 
attack upon it in retaliation for the current drive against 
oil imports is something that the NOJC, at Montgomery 
on March 26-28, will want to consider most carefully, 
in the light of all available facts, before acting. 


But, at all events, let the Council get into this 
fight up to the hilt, because the Independent mar- 
keter’s stake is not merely substantial; it may be 
that his whole future is involved. 








Indiana Standard Reports 
Need for Price Hikes 


NPN News Bureau 
CHICAGO—Executives of Indiana 
Standard declared that with costs 
continually rising “we need higher 
prices for both crude and products” 
but predicted that competition would 
keep price increases moderate, 

Dr. Robert E. Wilson, chairman, 
and A. W. Peake, president, reported 
in issuing the company’s annual 
statement that earnings on assets 
amounted to 6% last year and stated 
that the company cannot continue to 
make such large capital expendi- 
tures on earnings so low. 

The company’s capital expendi- 
tures in 1952 totaled $204,300,000 as 
compared with $183,100,000 in 1951 
and $127,400,000 in 1950. 

Capital expenditures for market- 
ing last year amounting to $18,709,- 
000 were lower than in the previous 
two years because of some difficulty 
in obtaining building materials. The 
company spent $20,579,000 on mar- 
keting expansion in 1951 and $23,- 
353,000 in 1950. 

H. O. Prior, executive vice presi- 
dent, reported that Indiana Standard 
moved ahead aggressively last year 
in acquiring new station sites and 
erecting stations and will “proceed 
more intensely in 1953 in order to 
maintain our share to the market.” 

Mr. Wilson and Mr. Peake said 
that the company increased sales of 
products 2% in volume last year. 

Lower earnings were caused by: 

1. Squeeze between rising costs 
and rigid price ceilings prevailing in 
1952 on crude and products. They 
noted “competitive conditions caused 
declining prices on some products.” 


2. The strike last May which closed 
about 80% of the company’s refining 
capacity for three weeks. 

3, The steel industry strike, which 
caused a loss in sales to Standard’s 
customers in steel and related in- 
dustries. 


Gulf, Texaco Boost 
Wages of Seamen 


NPN News Bureau 

NEW YORK—New agreements 
have been signed by The Texas Co. 
and Gulf Oil Corp. with the National 
Maritime Union (CIO) providing for 
seamen’s wage increases of 5 to 15%, 
higher overtime rates and other bene- 
fits. 

New pay scale, same as that re- 
cently granted for deep sea passen- 
ger-freighter and collier vessels, is 
retroactive to Sept. 16, 1952. Base 
pay for ablebodied seamen was in- 
creased to $306.14 per month. 

Other provisions include: Increased 
pension and welfare contributions by 
employers from 25c per day per man 
to 50c effective Sept. 16, 1952, and 
60c effective Jan. 1, 1953. 

Traveling subsistence rates in- 
creased from $4 to $6 per day, effec- 
tive Jan. 1, 1953. 


Continental Prepares 
For Slowdown in Demand 


NPN News Bureau 
HOUSTON — Continental Oil Co. 


will adjust its plans during 1953 to 
meet a deceleration in the rate of 
growth of total petroleum demand, 
L. F. McCollum, president, told stock- 
holders in the annual report. 

The petroleum industry is faced 
with the problem of utilizing its re- 
serve capacity in an orderly and ef- 
fective manner, Mr. McCollum said, 


adding that if Iranian oil returns to 
world markets, the surplus in the 
United States may be temporarily 
intensified. 

During 1952, Continental’s volume 
of sales of refined products increased 
7.4% and reached a record high of 
1.97 million gals., but dollar value of 
sales went up only 4.6%. The ex- 
panded volume of sales of refined 
products was not sufficient to offset 
higher costs and lower prices, stock- 
holders were told. Net income de- 
clined 7.8% from 1951. 


Pure Says Sales Gain 
Tops Industry Rate 


NPN News Bureau 

CHICAGO—Sales of Pure Oil's 
products through its retail marketing 
outlets increased at a higher rate 
than that of oil industry generally, 
according to Pure’s annual report, 
with the company continuing its poli- 
cy of marketing the largest possible 
volume through existing outlets. 

“Our marketing department was 
able to secure sufficient materials to 
carry out a substantial part of its 
modernization program, the results 
of which were immediately evident 
through increased sales and better 
service to our customers,” President 
L. 8S. Wescoat and Chairman Raw- 
leigh Warner told stockholders. 

They asserted that program will 
be carried forward in 1953 to extent 
materials are available, and added: 

“Costs continue to increase, and with 
prices fixed by government price con- 
trols, it was inevitable that the net 
income of this (marketing) depart- 
ment would decline during the year.” 

They reported capital expenditures 
of $40 million for 1953 have been 
approved. The company spent $39 
million in 1952. 
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Truck Association Director's Request 
Is Puzzling to Oil Industry Audience 


By Raymond 


It is a little 
hard to under- 
stand how William A. Bresnahan, re- 
search director for the American 
Trucking Assns., Inc., came to talk 
about the oil industry the other day 
at Providence, R. L., as though it al- 
ways opposes gasoline tax increases, 
and hardly lifts a hand against di- 
version of highway revenue to non- 
highway purposes. 

He did that, unmistakably, before 
Rhode Island’s Oil Industry Informa- 
tion Committee, when he suggested 
the industry might want to reap- 
praise its long-standing opposition to 
gasoline tax increases, and expressed 
the hope that it will join in a really 
active and determined drive to end 
diversion (see March 4 NPN, p. 42). 

Washington, D. C., being Mr. Bres- 
nahan’s headquarters city, he must 
have known last year, when Congress 
was hiking the District of Columbia 
gasoline tax to 5c from 4c, that the, 


industry there didn’t oppose the in-' 


crease 


Incidentally, the industry this year 
hasn’t been opposing proposals cur- 
rent at this writing in Ohio, Iowa 
and Utah (just vetoed, see p. 20) for 
lc gasoline tax increases. The inter- 
ested industry state committees have 
been just plan satisfied that the addi- 
tional revenue is needed for~ roads, 
will be earmarked for them, and spent 
where it’s needed most. 

Then as to the matter of diversion: 
Being an ATA official, Mr. Bresnahan 
surely must have encountered some 
evidence of the industry’s aggressive 
resistance to diversion—perhaps even 
the fact that all too frequently the 
industry is carrying the ball all by 
itself for dedication of highway user 
revenues to highway purposes. 

Maybe Mr. Bresnahan just got his 
audiences mixed up, and thought he 
was talking to, and about, another 
industry. 


* * * 


Anyone harboring the idea that 
state petroleum industries commit- 
tees are groups of hidebound “agin- 
ners” would have had to do a “double 
take” if he’d attended the 22nd an- 
nual convention dinner of the Con- 
necticut PIC at Hartford on Feb. 17. 

He’d have found in the head-table 
seating alignment such a turnout of 
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E. Bjorkback, Eastern Editor 


Connecticut official figures as no un- 
reasonably __ self-seeking industry 
group could ever hope to attract to 
one of its functions—unless, say, it 
had just experienced, and demonstrat- 
ed, a complete change of heart. 

In the first place, Gov. John Davis 
Lodge was the guest speaker. And, 
taking bows from the speakers’ table, 
were the following state legislators 
and other officials: 

Sen. Oscar Peterson, Jr., president 
pro tempore of the state senate. 

Sen. Louis Lemaire, Jr., chairman 
of the senate finance committee, 

Rep. Philip Laing, Democratic 
leader. 

Rep. Gilbert Lombard, chairman of 
the House appropriations committee. 

Dairy and Food Commissioner 
Theodore Richard. 

Motor Vehicle 
Charles F. Kelley. 

John L. Bonee, Jr., acting mayor 
of Hartford. 

Highway Department Commission- 
er G. Albert Hill. 


Commissioner 


Sen. John Minetto, House motor 
vehicles committee. 

Rep. J. Marshall Baldwin, chair- 
man of the latter committee. 

Rep. Thomas W. Luce, appropria- 
tions committee. 

Rep. Lester M. Shea, House judici- 
ary committee. 

Rep. Prosper Lavieri. 

Rep. Stuart Bristol, motor vehi- 
cles committee. 

What’s more, in the afternoon, Mo- 
tor Vehicle Commissioner Kelley and 
Highway Commissioner Hill both 
made addresses to the CPIC’s state- 
wide meeting. 

Five hundred attended the dinner 
arranged by CPIC Executive Secre- 
tary E. LeRoy Emanuelson. 


Speaking of diversion, a Prince- 
ton, N. J., research organization’s 
statewide poll of New Jersey citizens 
shows that about 7 out of every 10 
adults questioned believe that the 
state should spend only on highways 
the money it collects in gasoline 
taxes and automobile and truck li- 
cense fees. One in five said he doesn’t 
favor such dedication of the revenues. 

Attitudes were virtually the same 
among non-car owners as well as 
car owners: 


% lo 

Owners Non-owners 
mee <c. 55 ee te 71 
| OE ee 17 
No opinion .. 8 12 


Dennis Retires from lowa Jobber Group 
With a Proud Record of Achievement 


By Leonard Castle, Midwest Editor 


J. A. Dennis, 
who is retiring 
July 1 as executive secretary of the 
Iowa Independent Oil Jobbers Assn., 
leaves behind him a record of solid 
achievement in behalf of Iowa Inde- 
pendent oil marketers. When he 
leaves the association, he will con- 
centrate on operating a 10-cabin tour- 
ist camp which he owns in his home 
town of Knoxville, Iowa. 

When he became secretary of the 
Iowa association on Nov. 11, 1947, 
he carried into his new post the back- 
ground and experience of 20 years as 
an oil jobber in Iowa. This gave him 
a depth of understanding of industry 
marketing problems which proved of 
inestimable value during his succeed- 


. ing years of service with the asso- 


ciation. 


One of the first problems to face 
Mr. Dennis when he took over the 
secretaryship was the widespread 
loaning of tanks and equipment to 
farmers. Jobbers, many of whom had 
started the practice, were complain- 
ing that they couldn’t compete with 
major companies on such a basis. Mr. 
Dennis moved quickly to combat this 
evil and must be credited with a 
large measure of the success in 
stamping it out. 

Early in his career as secretary, 
Mr. Dennis began studying the ques- 
tion of whether jobbers would be 
better off if their margins were on a 
percentage basis, rather than the 
historic fixed-cents-per-gal. method. 
As a result of his investigation, the 
Iowa association several years ago 
adopted a resolution advocating the 
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percentage plan. Finally, last No- 
vember the National Oil Jobbers 
Council came out in favor of per- 
centage margins and since that time 
Several ‘other state associations have 
taken a similar stand. 


Iowa jobbers face unusually stiff 
competition from farm co-operatives 
and Mr. Dennis has been an outstand- 
ing oil industry leader in the fight 
for tax equality. On Sept. 14, 1949, 
the Iowa association sponsored a 
special “tax equality” rally attended 
by representatives of many small 
businesses, as well as most of Iowa’s 
oil jobbers. 

Since becoming secretary, Mr. Den- 
nis has never missed a meeting of 
the National Oil Jobbers Council and 
has served on many of NOJC’s import- 
ant committees. During the past year 
or more, he has worked tirelessly to 
restore and maintain the consumer 
tank wagon price for deliveries to 
farmers. 

As Mr. Dennis steps down, he 
leaves the association with its high- 
est membership and in its best fi- 
nancial condition. 

The first thing Mr. Dennis will do 
upon his retirement is to remodel the 
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a. The California 

Petroleum Dis- 
tributors Assn. confirmed that none 
of its members have reported any 
improvement in margins since pe- 
troleum product prices went up in 
mid-February. 

“The position of the consignee is 
fast approaching the intolerable, judg- 
ing from the mail that pours into 
this office,” stated Dan Lundberg, 
executive secretary of the group. 

“A great many of the letters have 
demanded to know when the associ- 
ation is going to .. . do something 
about margins and commissions,” 
said Mr, Lundberg. “The answer, at 
this time, is that the matter is under 
consideration, and that we don’t care 
to tell our suppliers what we are go- 
ing to do before we do it.” 


The California Gasoline Retailers 
Assn. reported membership spurts in 
central and northern California fol- 
lowing the recent gasoline price rise. 

The Fresno chapter, which was 
dying on the vine, attracted 240 
dealers to a recent meeting, and 91% 
signed up for membership, according 
to Clyde W. Hendrickson, executive 
committeeman and past president of 


cabins at his tourist camp, which 
is located on Highways 60 and 92. 
He also leases a lunch room in con- 
nection with the camp. 


* * * 


A plan developed at the recent con- 
vention of the Wisconsin Petroleum 
Assn. will bring about greater liaison 
between jobbers of Wisconsin, Min- 
nesota and North Dakota. At a meet- 
ing of the Wisconsin board of di- 
rectors, H. F. Horning, executive sec- 
retary of the Northwest Petroleum 
Assn., proposed that directors of the 
two groups get together once or twice 
a year to discuss mutual problems 
and exchange ideas. 

The Wisconsin directors approved 
Mr. Horning’s suggestion and as a 
result, they will hold a joint meet- 
ing next summer in Minneapolis with 
the Northwest board. The following 
year Wisconsin will be host to the 
Northwest directors. 

Mr. Horning also revealed that the 
problem of jobber public relations 
and what the jobbers should do to 
convince the consuming public they 
perform a vital and necessary func- 
tion will be a principal topic of dis- 
cussion at Northwest’s annual sum- 
mer conference in Duluth next June. 


West Coast Oil Distributors Report 
Margins Unaffected by Price Hikes 


By Frank Breese, Pacific Coast Editor 


the state group. The Oakland asso- 
ciation has added 60 new members, 
he said. The Sacramento chapter, also 
moribund, has come to life with a 
recent sign-up of 55, said Mr. Hen- 
drickson. 

In several communities, dealers 
raised their prices before the sup- 
pliers did. In some of the cases, as- 
sociation members, acting as individ- 
uals, were responsible. As soon as 
they heard that petroleum price con- 
trols were off, some of them phoned 
other dealers telling them the news. 
It was carried out in the “town-crier” 
tradition. 

The question of price was dealt 
with carefully. Invariably the dealer 
called would reply, “Is anyone going 
up?” 

The caller would say, “Some of the 
fellows have already. Joe over at 
Elm and Third went up ic.” 

Consequently dealers picked up 
some extra dollars. Even after sup- 
pliers raised the tank wagon price 
1.6c per gal., many dealers tried to 
hold on to their full cent gain. Some 
did, some settled for a half-cent mar- 


gain. 
In San Francisco, where an es- . 


timated 90% of the dealers hiked 


prices 1c and 1.5c per gal. shortly 
after decontrol, between 50% and 
60% have kept that penny margin 
raise, according to the San Francisco 
Petroleum Retailers Assn. 

Informal mobilization of the deal- 
ers helped perk up membership in 
local associations, said Mr. Hendrick- 
son. 

“A lot of dealers at last realize 
that they can’t go it alone,” said Mr. 
Hendrickson. 


* * * 


The San Francisco Petroleum Re- 
tailers Assn. has been negotiating 
with the AFL Teamsters (Garage 
and Service Station Employes Local 
665) over a new contract. 

An informed guess is that the new 
contract will provide for a 40-hour 
week at the present rate for a 48- 
hour week, plus time and a half for 
the sixth day. Net result will be a 
48-hour week at a higher rate. 

Ever since Standard of California 
introduced the 40-hour week at com- 
pany stations last year, there has 
been considerable talk about a new 
set-up at lessee stations—either a 
shorter work week or more compen- 
sation for time above 40 hours. Labor 
costs have been rising, but there 
hasn’t been any pattern. 

Whatever is worked out in San 
Francisco may set a pattern. 

* * + 
At the annual meeting last fall, 


the gasoline retailers association re- 
Aolved to do battle against the give- 


‘aways. They contended that “below 


cost selling” violated state unfair 
business practices acts and filed a 
complaint with the attorney general’s 
office. 

The battle has been suspended, at 
least for the time being. The attorney 
general’s office ruled that individual 
dealers would have to file complaints 
charging injury—if they felt they 
had lost business. So far, no indi- 
vidual dealers have been willing to 
take that action, Mr. Hendrickson 
told NPN. 


Signal Oil Co., Los Angeles, is an- 
other company which is tightening 
its Pacific Northwest set-up by merg- 
ing Washington and Oregon districts. 
The new Northwest district now em- 
braces those two states, the north- 
ern tip of California and Nevada 
and the western strip of Idaho. 

Purpose of the merger is to save 
money and to improve operating ef- 
ficiency. All sales, accounting, credit 
and operating activities will be head- 
quartered at Seattle. 

Signal now has four districts in- 
stead of five. Besides the Northwest, 
there are the central (northern Cali- 
fornia), southern and Los Angeles 
districts. The southern district takes 
in southern California, excluding the 
Los Angeles Basin, Arizona, part of 
Nevada and Utah. 
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Helps Boost Tire Sales 


Twenty-six years ago this St. Pat- 
rick’s Day, Jess Knowles joined 
Skelly Oil Company as a pitcher for 
the company’s baseball team that 
met all-comers throughout the Mid- 
west. Today as Skelly’s vice-presi- 
dent-in-charge-of-marketing and a 
member of the board of directors, 
he still appreciates the value of 
teamplay whether it be in baseball 
or selling. 

Says this hard-hitting, enterpris- 
ing sales executive, “In our TBA 
program we realize that the mer- 
chandising support and cooperation 
of our supplying companies can be 
of great value to us. Our tire sup- 
plier, the Hood Rubber Company, 
for instance, has given us outstand- 
ing assistance in the form of sales 
training programs for our dealers 
and operators and in timely mer- 
chandising programs. We attribute 
a great deal of the growth of our 
tire business to this teamwork.” 
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TBA NEWS 


Skelly Executive Joined 
Company as Ball Player . . . 
Knows the Value of Teamwork 


Jess Knowles Tells How Cooperation 
Between Supplier and His Company 








JESS KNOWLES, SKELLY’S vice-president-in-charge-of-marketing 

and a director of the company, has also served as division manager 

and retail sales manager of this leading oil company that operates 

in 18 Midwestern States. With Skelly 26 years this St. Patrick’s Day, 

March 17, Mr. Knowles is recognized as one of the oil industry’s 

pioneer TBA marketers. An all around sportsman, likes hunting, 
fishing, and golfing. 


Offer Complete Program. Many 
leading petroleum marketers. .. such 
as Skelly Oil Company . . . have dis- 
covered the value of Hood’s mer- 
chandising assistance in expanding 
their TBA sales and profits. This 
consists of traffic-building, sales- 
making seasonal promotions; a 
year-round advertising and sales 
promotion program that is tailor- 
made to the company’s marketing 
policies; and a well-rounded sales 
training plan for all levels of the 
company’s sales force, 

Territories Protected. Hood affords 
oil companies their own, exclusive 
tire line on a protected territory 
basis. This combines the advantages 
of private brands with the public 
recognition and acceptance that 
goes with the 60 year old Hood 
name. In addition to this merchan- 
dising and marketing teamwork, 
Hood offers two other important 
advantages: 1 . . . Quality of prod- 


uct that is backed by the tire indus- 
try’s foremost research and manu- 
facturing facilities, and, 2...A 
complete line of passenger car, truck 
and farm tires. 

Write For Details. For complete 
details on how you can have a tailor- 
made tire program that is backed 
by outstanding merchandising 
teamwork write Dept. NH-3, Hood 
Rubber Company, Petroleum Mar- 
keting Division, a Division of The 
B. F. Goodrich Company, Akron, O. 











The following article is an argument for cost account- 
ing in the jobber operation. It was written by William 
H. Reich, comptroller for the Lewis Coal & Oil Co., Port 
Washington, 'N. Y. The Lewis company is a Gulf Oil 
distributor on Long Island, owned and operated by four 
Lewis brothers, Harvey, Edwin H., John M. and George 
H. Lewis. Mr. Reich has been with the Lewis firm for 


15 years. 


BY WILLIAM H. REICH 


It is a fact that business is con- 
ducted in a climate of continuous 
change and petroleum distribution is 
no exception. The pattern of in- 
formation needed by management to 
cope with changing conditions should 
be flexible and sensitive to the 
change. 

Chief among the influencing fac- 
tors are general business conditions, 
changes in marketing methods, the 
impact of new or different products, 
marked change in volume of any 
product and basic trends in taxes, 
labor, supply or cost. 

Any or all of these changes may 
call for a new approach in account- 
ing procedures in order that the im- 
pact of the change may be properly 
analyzed. 

On this basis a purposeful review 
of the accounting information will 
lead to improvement in many ways. 
A continuous review of selling prices, 
the projection of financial and op- 
erating forecasts, the identification 
of unprofitable products, the control 
of operating costs, the decision to 
make capital investments are but a 
few of the benefits derived from be- 
ing accounting-wise, 

It has been said, that cost ac- 
counting is not an end in itself, but 
it is a means which furnishes man- 
agement with the necessary account- 
ing instruments by which it plans, 
controis, and finally evaluates the 
eventual results of operations. If the 
instruments are sharp, a good man- 
agement job can be done. Blunted 
accounting instruments can only re- 
sult in business failure, through lack 
of objective and purposeful planning. 

Accounting Systems—tThe distrib- 
utors, jobbers and dealers of petro- 
leum products have been rather un- 
fortunate in the past in not having 
any set pattern for the compilation 
of cost accounting information. Ef- 
forts in their behalf, to remedy this 


lack, are now being made by state 
and national jobber associations, by 
Remington Rand, Inc., and also by 
the Marketing Committee of the 
American Petroleum Institute. 


As one who has done considerable 
research on what should be done to 
make the petroleum distributor a 
better informed business man 
through sound accounting procedures, 
the writer feeis qualified to make 
certain observations. 


Our company is now in conformity 
with the Uniform Accounting System 
introduced by the Empire State Pe- 
troleum Assn. in October, 1951. As 
we had always been a stickler for 
cost accounting, very few changes 
were necessary to change over to 
this system in January, 1952. 


From this accounting procedure, 
our auditors’ annual report submitted 
an operating statement, by products 
and levels of sale, that provides man- 
agement with a sharp accounting 
tool. In each of our categories of 
sale we know how much of the sales 
dollar is paid to our supplier for pe- 
troleum, what gross profit is left to 
do the job of marketing, and the 
net profit resulting from such op- 
erations. 


LIGHT FUEL OILS—1952 


Resale Resale 
Retall yard transport 
Average selling price. 100% 100% 100% 
Laid-down cost ..... 74.5 94.3 92.9 
Gross profit ......... 25.5 5.7 71 
Yard expenses ...... 1.7 2.1 2.1 
Delivery expenses ... 10.3 ava 2.2 
Sales expenses ...... 6.2 1.3 1.3 
Administration, taxes 
"PR 7.3 2.3 1.5 
Composite net profit 
on operations 1.6% 


From these figures, we know what 





part of each sales dollar is spent to 
operate our bulk plant, deliver the 
product, and what our sales depart- 
ment costs. 


We would like very much to com- 
pare these costs with fellow mar- 
keters in our area, but thus far we 
have only been able to compare them 
with previous periods in our own op- 
erations. 


Since we know what factual cost 
accounting methods can do for us, 
we are anxious to shed some light on 
how others may project similar in- 
formation so we can compare or 
composite the figures in our area. 

The existing and proposed account- 
ing systems the writer has reviewed, 
technically excellent in most re- 
spects, are not specific as to what 
steps are required to forge a sharp 
cost analysis instrument. 


Bulky with forms, description of 
accounts and books of original entry, 
such manuals weary the jobber with 
their wealth of detaii and leave him 
aghast at the prospective expense in 
making the change-over. He also 
must sell his bookkeeper or account- 
ant on the idea of a radical change, 
perhaps in the middle of a busy heat- 
ing season. 


Actually, every jobber’s books of 
original entry are about the same. 
He has his cash receipts and dis- 
bursement books, purchase and sales 
journals and other basic records. For 
his own good and for the sake of his 
segment of the industry, he needs a 
set pattern for getting accounting 
information that will enable him to 
know the relative profitability of 
the different products he markets. 


The key to this accounting pat- 
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tern is to segregate income in col- 
umnar fashion in his sales book ac- 
cording to products and/or levels of 
sale, and do likewise with the ex- 
penses incident to this income, 
through the medium of his purchase 
and payroll books. Of course, to 
compare or composite this informa- 
tion with his fellow marketers in the 
area there must be a uniformity of 
the way this segregation of income 
and expense is made. 

It has to be on a voluntary basis, 
actuated by self interest, and it is 
not a radical or expensive proposi- 
tion such as the complete change- 
over some mistakenly suggest. Un- 
like some other industries, the pe- 
troleum supplier (integrated com- 
pany) cannot force his jobber or 
distributor to conform to any set 
accounting pattern. However, he is 
interested in anything that will make 
his jobber customer a better busi- 
ness man, thus enabling him to buy 
more of the supplier’s products. 

As the result of research by our 
New York State jobber association 
over the past five years, we have 
definiteiy concluded that in the prep- 
aration of accounting information, 
all costs and profits should finally be 
displayed in PERCENTAGE relation- 
ship to one another for objective 
analysis purposes. 

Otherwise, no matter how excel- 
lent an accounting system may be, 
if an operating statement is project- 
ed only on a unit (per gallon) basis, 
the jobber or distributor will still be 
unable to draw the proper conclu- 
sions from his figures. 


Sinclair Plans Terminal 

NEW YORK—Sinclair Refining Co. 
has purchased a 450-ft. wharf at Port 
St. Joe, Fla. where the company 
plans to build a terminal. Also in- 
cluded in the purchase from Port St. 
Joe Termial Co. were a 100 by 300-ft. 
building and a tract of bayfront land. 





Through the Desert by Tank Truck 


BY FRANK BREESE 
Pacific Coast Editor 


To get a better idea of what over- 
the-road transports were all about, I 
asked General Petroleum if I could 
go on their Los Angeles-to-Phoenix 
run, 

Once the way was cleared, it was 
just a matter of letting the southern 
division know when I wanted to go. 
They told me the schedutes, and I 
took my pick. I took one leaving 
at 4 p.m. on a Wednesday. 

I checked in with John Reed, su- 
perintendent of automotive equip- 
ment at the Vernon plant, and he 
introduced me to the driver, Reg 
Fergoda, a husky, good-looking Navy 
vet who pioneered that run four 
years ago. He calculates he has 
made about 400 round-trips to 
Phoenix (about 385 mi. each way) 
at the rate of two a week. 

“Know every curve in the road? 
Why I know every tree and am on 
first-name basis with all the cows,” 
says Reg. 

Our rig was a Kenworth tractor, 
Cummins Diesel motor and Fruehauf 
trailer tanks. Loaded, that rig rep- 
resented some 38 tons. It carried 
nearly 8,000 gals. of premium gaso- 
line. 

From the cab of that gigantic 
tanker you get a commanding view 
of traffic; and even Greyhound buses 
look small, an impression that is 
quite startling when you consider 
that Greyhound buses always seem 
to loom up when they overtake you 
or come from the opposite direction. 

Twelve hours are ailowed for the 
haul, including two hours the driver 
is required to take off as rest breaks 
and for eating. 

The ride was uneventful, and Reg 


said they invariably are. Since the 
days were short, the sun was down 
within an hour after we had left the 
terminal, so we sped through the 
darkness, the only scenery visible be- 
ing outlines in the moonlight. 


We made a lot of stops: a full stop 
at each railroad crossing—17 in all 
—also about every 60 miles or s0 
when Reg “banged” the tires with a 
strip of metal to check them, and 
at Beaumont for dinner and Salome, 
Ariz., for a post-midnight breakfast. 

Although the drive became tedious 
after a few hours, it warcn’t monot- 
onous, Reg, A UCLA graduate, is 
an engaging conversationalist. Since 
his discharge from the Navy six 
years ago, he has been studying 
gemology in his spare time and is 
due to receive his degree and join a 
Pasadena, Calif., jewelry shop. He 
began driving for the Gilmore Oil 
Co. 12 years ago. 


Boredom a Problem—The drivers 
sing, whistle and declaim out loud 
when the monotony weighs heavy. 
Radios are not permitted. They are 
regarded as a distraction and the 
driver must pay close attention to 
the road at all times. Besides, the 
roar of the motor would make recep- 
tion poor. 

There is no physical uniformity 
among the drivers except that they 
have to be in good condition and 
undergo severe physical examinations 
yearly. But they must be men of 
sound temperament. 


General Petroieum has two tank- 
ers on that haul and one reserve. The 
two regular rigs operate continuous- 
ly, each averaging a complete round 
trip every 28 hours. For example: 
Truck A leaves Los Angeles at 4 
p.m., arrives at Phoenix, Ariz., at 
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4 a.m. It’s unloaded immediately 
and starts right back to Los Angeles 
with a fresh driver. It arrives in 
Los Angeles at 4 p.m., undergoes 
four hours of servicing, then starts 
off for Phoenix at 8 p.m. with a new 
load and fresh driver. 


Meanwhile, Truck B has left 


Phoenix at 4 p.m., arrives in Los. 


Angeles at 4 a.m., is serviced for 
four hours, then leaves for Phoenix 
at 8 a.m. 


A team of six drivers keeps the 
rigs in motion all the time. Each 
one makes two round trips weekly, 
which means the two vehicles make 
12 complete hauls. Averaging just 
under 8,000 gals. of gasoline, they 
carry about 95,000 gals. a week. 

During the lay-over in Phoenix, 
which is alternately 12 hours and 16 
hours, the drivers stay at a motel 
near the terminal. General Petro- 
leum rents a room there permanent- 
ly, and usually there is a driver 
sleeping, arriving or going. 

Weight is such a vital factor in 
these hauls that the amount of fuel 
is calculated as closely as possible. 
So close, in fact, that the rigs often 
roll into the Phoenix terminal with 
only drops to spare. The day after 
I arrived, a truck had run out of 
Diesel fuel seven miles from the ter- 
minal. Another 1% gals, would have 
got it in. 


Complete warehouse stocks of HI-V-1 
motor oil are available at: Enid and 
Oklahoma City, Oklahoma; Superior, 
Omaha; Grand Island and Lincotn, 
Nebraska; Hutchinson, Kansas; Mason 
City and Rock Rapids, lowa; Denver, 
Colorado, and Amarillo, Texas. 





According to a recent speech by 
Vern Bellman, General Petroleum 
marketing vice president, the pay- 
out for the over-the-road transports 
is over a period of 18 months, Since 
GP’s tankers are four years old (each 
with two engine changes) they repre- 
sent a profitable proprietary opera- 
tion. Each has traveled about 900,- 
000 miles. 

So when Bruce K. Brown, presi- 
dent of Pan-Am Southern, taiks 
about the shift from railroad tank 
cars to truck tankers (NPN, Dec. 
31, 1952, p. 37), this General Petro- 
leum over-the-road haul illustrates 
his point. 


Ocean Tankers Selling 


At ‘Bargain’ Prices 


NPN News Bureau 

NEW YORK—Tankers are avail- 
able now at prices anywhere from 
50% to 75% below what they were 
selling for a year ago, and more are 
appearing on the market as ocean 
freight rates continue to fall. 

The latest drop in rates was for 
a U. S. flag clean vessel in Gulf- 
North of Hatteras trade, down 29c 
per ton with a T2 fixed for March 
28 loading at the Gulf at $2.00 
(USMC minus 30%). While this is 
a new low for several years in clean 
U. S. flag tonnage, dirty tonnage 


for several weeks has been offered 
at rates down to the equivalent of 
USMC minus 50%. 


About a dozen U. S. flag ships re- 
cently have been placed on the mar- 
ket, with some sellers asking buyers 
to “make an offer.” 

Most ships offered for sale are old 
tankers—25 to 30 years—but some 
war-built ships are available down 
to eight, nine, and ten years. Old 
ships in particular, however, are on 
the market, for larger-size and faster 
vessels built recently far outclass 
these “tubs” both from speed and 
cost-of-operation bases. It costs al- 
most as much to operate a Liberty 
(9,500 tons) as a T2 (15,500 tons), 
and very little more to operate a 
super-tanker (29,000 tons), sources 
say. 

When it comes to speed, old ships 
can manage eight or nine knots, 
Liberties about 10, T2’s up to 14.5, 
and supertankers up to around 18 
knots. 

Largest single offering now report- 
ed in chartering circles is of five 
30-year-old tankers quoted at $400,- 
000 apiece, with seller asking buyers 
to “make an offer.” 

Meanwhile, the sale of the Rosina 
Marron, a U. 8S. flag T2 built in 1943, 
for $1,500,000 was confirmed this 
week. A year ago a West Coast ma- 
jor purchased a T2 for $2,600,000, 
trade sources reported. 


MR. DEALER- 


Here's an Oil that will 


bring you more customers 


and extra profits ! 


ealers are finding more and more customers 
asking for this new Champlin HI-V-1 Premium 


Heavy-Duty Oil! The word is around that here is 


a heavy-duty oil that actually exceeds U. S. Army 
Mil-O-2104 specifications for heavy-duty service 
...and everybody wants to enjoy the more effi- 
cient performance of engines lubricated with this 
superior oil! Dealerships are still available... 


write, wire or phone, right now, for information! 


A PRODUCT OF 


CHAMPLIN REFINING COMPANY 


ENID * OKLAHOMA 
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‘Gas’ Price Hikes in East Fail to Hold Up 


Reductions that cancelled out the late February price 
hikes on gasoline in New York State and New England 
were outstanding in a number of oil market developments 
the past week. 

In the Far West, the beginning of a “reaction” from 
the price increases of the past month on gasoline ap- 
peared in the Los Angeles retail market, and whole- 
sale quotations for heavy fuel and stove distillate, both 
of which were boosted last month, eased somewhat. 

In Ohio, retail prices for gasoline at company-owned 
stations of Standard Oil Co. (Ohio) were advanced 0.3c, 
while the company’s tank car prices for motor fuel in 
the same area were reduced 0.5c. 

No. 2 fuel prices slipped 0.125c per gal. in the Chicago 
refining and terminal] district, and quotations for Nos. 1, 
2 and Diesel fuels also were off 0.125c for Oklahoma tank 
car shipments. 

Lubricating oil inventories continued to build, and ocean 
tanker rates eased further. For the effects of lower 
ocean freight rates on recent ship sales prices see p. 32. 

Reductions in wholesale gasoline prices that in effect 
cancelled out the increases averaging 0.25c made late 
last month generally throughout New York state and 
New England (see March 4 NPN, p. 52) were reported 
by several major marketers. 

Socony-Vacuum, leader of the upward move, made re- 
ductions, effective March 5, that restored its tank car 
and tank wagon prices for motor gasoline in New York 
and New England to levels in effect prior to Feb. 26. 

“Our division managers are meeting competition,” a 
Socony spokesman said, and he was doubtless referring 
to the fact that Esso Standard, Shell, The Texas Co. and 
a few other marketers in the same area did not go along 
with the price boosts. 

In boosting prices an average of 0.5c on Feb. 26, So- 
cony pointed out that large sums had been spent in 
the past two and a half years to raise the quality of 
its gasoline, and also cited the fact that wage, transporta- 
tion, and building costs had risen, 

Several major marketers followed the Socony hike in 
New York and New England, but Esso Standard, citing 
the “ample supply situation,” declared that it had no 
intention of making any general increase in gasoline tank 
wagon prices “at this time” (see March 4, NPN, p. 52). 

In metropolitan New York, Socony’s tank wagon price 
for Mobilgas (regular) gasoline was reduced 0.4c to 
14.7¢ (ex 6c state and federal taxes), and tank car and 
tank wagon prices at many upstate New York and New 
England points were cut in amounts ranging from 0.5 
to 0.8c. 

Atlantic Refining Co., in making similar cuts, issued 
the following statement: 

“Atlantic Refining Co. announces that, effective March 
5, it is reducing its gasoline tank wagon prices in New 
York and New England generally to the levels in ef- 
fect Feb. 27, 1953. 

“Atlantic further states that the gasoline tank wagon 
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price advances recently announced in New England and 
New York to reflect higher marketing costs have not 
stabilized the retail market and resellers paying higher 
gasoline prices have been placed at a disadvantage.” 

Hartford, Conn. (see below), Providence, R. IL, and 
Portland, Me., in particular, have been unsettled retail 
markets during the past several months. 

Gulf, Tide Water, Cities Service, and Sinclair also made 
reductions that wiped out their latest February advances 
in New York and New England. 

In Los Angeles, the first recorded drop from the high- 
er retail gasoline prices that West Coast oil companies 
started posting on Feb. 16 (see Feb. 25 NPN, p. 35) oc- 
curred March 3 when a Richfield dealer’s station re- 
turned ‘to the “old” prices. Steve’s Richfield Service on 
W. Adams Bivd. displayed a sign “Gas Prices Reduced 
2.1c Gal.,” and the prices at this station were cut to 
18.5c for regular-grade and 2ic for premium (ex 6.5c 
state and federal taxes). 

Price hikes also failed to hold completely at some Los 
Angeles refineries. One refiner who boosted his tank 
car/rack prices for heavy fuel (PS 400) to $2.00, Los 
Angeles district, reported reducing to $1.80, adding that 
he “may have to meet competition” at 10c lower. A simi- 
lar report was made of stove distillate (PS 100), and 
some increases of last month of 1.8c to 10.8c for truck 
lots gave way 0.3c to 10.5c. 

Independent Los Angeles refiners who in some instances 
held off quoting firm prices on gasoline “to see how well 
the increases would take” began offering at 14.1c for 
premium gasoline and 13.1c for regular. 

In Ohio, Standard Oil Co. (Ohio) announced, effective 
March 5, an increase of 0.3c in its retail prices for reg- 
ular and premium grades of gasoline sold at its com- 
pany service stations. The new prices at all Sohio com- 
pany stations throughout Ohio are 20.1c for Sohio X-tane 
(regular) and 22.1c for Sohio Supreme (premium) gaso- 
line (ex 6c state and federal taxes). The increase was 
the first since Dec, 14, 1950, when Sohio posted a similar 
0.3c boost at its company-operated stations. 


The new Sohio retail postings also applied to Akron 
as well as the rest of the state. Akron has been re- 
garded by the company as a “depressed” area for the past 
three years, during which time prices at company-op- 
erated stations have been below postings elsewhere in 
Ohio. The Akron retail prices were up 2.3c to 20.1c for 
regular-grade and to 22.1c for premium. 

Fleet-Wing Corp., wholly-owned subsidiary of Standard 
of Ohio, also reduced its transport or tank car price for 
regular-grade gasoline delivered to jobbers in Ohio by 
0.125c to 12.75c, effective March 5. Similar reduction on 
premium-grade brought new price to 14c. At same time, 
Fleet-Wing increased margin from 2.4c to 2.5c on kero- 
sine and Nos. 1 and 2 heating oils. New delivered prices 
to jobbers are: kerosine and No. 1, 11.4c; No. 2, 10.4c. 

Cold weather over much of the Midwest was not severe 
enough to prevent declines in prices for distillates. How- 
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Summary of Daily Gasoline Prices (March 3 through March 9) 





Monday Friday ier f Wiesuestes Tuesday 
Motor Gasoline 93 Oct, (Premium): Marea 9 March 6 March 3 
N, Tex. (Texas & New Mex. shpt.) .. 13.2-13.25(2) 13.2-13.25(2) 13.2-13.25(2) 13. th woe 13. 25(2) 
W. Tex. (Texas & New Mex. shpt.) .. 12.5 12.5 12.5 12.5 12.5 
E. Tex. (Truck Tnsp.) ..... deeeene oe 12.25 12.25 12.25 12.25 12.25 
Cent, W. Tex. (Truck Tnsp.) .....+++ eee eee ee ° ee 
Motor Gasoline 90 Oct. (Premium): 
W. Tex. (Texas & New Mex tape} 2: iegea7s iz 1b 12.05 12512. 75 ipsa. 5 132-75 
ex, (Texas sii 12. . \ 3 
* Tex. (Truck Tns . pty eee ee 11.75-12.75 .75-12.75 11.75-12.75 11.75-12.75 it 75-12.75 
ent. W. Tex. (Truck Tnsp.)". sesece eese oe . cece eaee 
Motor Gasoline 88 Oct. eat 
Okla,, Group 3 (Okla. shpt.) ........ (3) 11.5-11.875 (3)11.5-11.875 (3)11.5-11.875 (3)11.5-11.875 (3)11.5-11.875 
Okla.. Group 3 (Northern t ahpi ) wees (6)11.375-11.75 (6)11.375-11 (6)11.375-11.75 (6)11.375-11.75 (6)11.375-11.75 
Midwestern (Group 3 basis) ........ os 1.375-11.75 (4)11.375-11.75 (4)11.375-11_75 (4)11.375-11.75 (4)11 375-1175 
N. Tex. (Texas & New 3 Mex, shpt.) .. 1.75-12.75 11.75-12.75 11.75-12.75 11.75-12.75 11.75-12.75 
W, Tex. (Texas & New Mex. shpt.) . 242) 2) 1242) 1242) 13g) 
EB. Tex. (Truck Tap.) ....cceccccces (2)11.75-12 (2)11.75-12 (2)11.75-12 (2)11.75-12 (2)11.75-12 
Cent. W. Tex. (Truck ‘rnsp.} eseccees 12 12 = 


Motor Gasoline 86 Oct. (Premium): 
N. Tex. (Texas & New Mex. shpt.) 














W. Tex. (Texas & New M on i2"* i3°* i2"” i3** i2” 
EB. Tex. (Truck Tnsp.) .... _ ls 11.75 11.75 11.75 11.75 11.75 
Motor Gasoline 84 Oct, (Regular): . 
N. Tex. (Texas & New Mex, shpt.) .. 0.75-11.7 10.75-11.7 10.75-11. 10. 75-11.7 10.75-11.7 
W, Tex, (Texas & New Mex. chet.) ‘ 10.75-11.25 10. 75-11.25 10.75-11.25 0.75-11.25 10. 75-11.25 
B. Tex. (Truck Tnsp,) ....c.ccecseee 10.75-11.25 10.75-11.25 10.75-11.25 io. 75-11.25 10.75-11.25 
Cent. W. Tex. (Truck ‘Tnsp.) eocvecce sees .* see eee eee 
ge By Gasoline 82 Oct, (Regular): 
Group 3 (Okla. shpt.) ........ 4)10.5-10.875 (4)10.5-10.875 (4) 10.5-10.875 (4)10.5-10.875 (4)10.5-10.875 
Okla., Group 3 (Northern ahpt!5°222: {&)10. 375-1 0.625 (6) 10.375- 10.625 (6) 10.375-10.625 (6) 10.375-10.625 (6) 10.375-10.625 
Midwestern (Group 3 basis) .......... (5)10.375-10. €5)10.375-10.5 (5)10.375-10.5 (5)10.375-10.5 (5)10.375-10.5 
N. Tex. (Texas & New Mex. shpt.) .. (2310.95.11 28 (2)10.75-11.25 (2)10.75-11.25 (2) 10.75-11.25 (2) 10.75-11.25 
W. Tex. (Texas & New Mex, shpt.) te €2)10.75-1102) 10.75-11(2) 10.75-11(2) 10.75-11(2) 10. 75-11(2) 
E. Tex. (T idecaihoces’  QaRePas (2)10.75-11 (2)10. 75-11 (2)10. 75-11 (2)10.75-11 
Cent. W. Tex. (Truck MIGEAS  ocdkdcok 10.75 10.75 10. 10.75 10.75 
Motor Gasoline 60 Oct, M Be below: 
Okla., Group 3 (Okla. shpt. s 9.625-10.125 9.625-10.125 625-1 9.625-10.125 9.625-10.125 
kia., Group 3 ag papi): anes 9.5-9.875 9.5-9.875 4 5-9.875 Hee 87: 9.5-9.875 
Midwestern ( (Group 3 basis) ........-- 9.625-9.75 9.625-9.75 9.625-9. 9.625-9. 9.625-9. 
N. (Texas & New Mex. shpt.) .. (2)9.75-10.8 (2)9.75-10.8 (2)9, 75-10.8 (299, -f8-10.8 (2)9. 75-10. 8 
W. Tex. (Texas & N wow Mex, shgt.) .. 10.25-10.5 0.25-10. 0. 25-10. 0.25-10.5 10.25-10.5 
E. Tex. (Truck Tnsp.) .......... 9.875-10.5 9.875-10.5 % SBb-10. 5 by 875-10.5 9.875-10.5 
Cent. W. Tex. (Truck ‘rnsp.} eee 10 10 10 10 To 
— Sosa 92 Oct, (Premium): 
wut OOO Sa ae 13.85-15 13.85- 13.85-15x 18.85-15.15 13. 85-15. 15x 
pez York harbor, barges ............ 13.75-14.9 13.75-14.9 13. 75-14.9x 13.75-15.05 3. 75-15. 05x 
iladelphi 15. 15-15.2 15. 15- 15.15-15.2 15. 15-15.2 ib. 15-15.2 
15.05 15.05 05 5.05 
12.9-15(2) 12.9-15(2) 12.9-15(2) 12'9-15(2) 
12. 12.8 8 12.8 
13.85% 13.85-14.35 13.85-14.35 13.85-14.35 
13. 75x 13.75-14.25 13.75-14.25 13.75-14.25 
15.15 15.15 15 15.15 
15.05 15.05 05 15.05 
12.9-13.1% 12.9-13.25 12.9-13.25 12.9-13.25 
8-13 12.8-13 8-13 12.8-13 
(3)12. 85-13.6 (3) 12.85-13.6x (3)12.85-13.9 (3)12.85-13.9% 
5-15.4 12.5-13.4x 12.5-13.8 12.5-13.8 
(213. 7-13.9 (2)18.7-18.9 (2)13.7-13.9 (2)13.7-13.9 
13.6-13.8 13.6-13.8 13. 6-13.8 13.6-13.8 
11.9-13.5 11.9-13.5 11.9-13.5 11.9-13.5 
11.8-12 11.8-12 11.8-12 11.8-12 
Bradford-Warren: 
RR Se ae ae 13.75(2) 13.75(2) 13.75(2) 13.75-14.9 13.75-14.9% 
WOE co ravascbteccs cases 12.75(2) 12.7512) 12.75(2)x 12.75-13.65 12. 75-13.65x 
sea insbadsvbaa ste 13.75-13.9 75-13.9 .15-13.9 13.75-13.9 13.75-13.9 
DS Readechdnedwe ee bas 12.75-12.9(2) 13:75-12.9(2) 12.75-12.9(2) 12.75-12.9(2) 12.75-12.9(2) 
OD Wiltaben etd pdcecse ai 13.9(2 13.9( 13.9(2) 13.9(2 13.9(2 
neesize) Se ance ne cai i293 13903 12.9(2) 12903) 12.9 3 








ever, reports were general that there was a substantial 
draft on light fuel inventories at northern terminals on 
the Great Lakes Pipe Line system. 

In Chicago, quotations for No, 2 fuel in truck transport 
lots were off to range from 9.75 to 10.1c, down 0.125c 
on the low. 

For Group 3 basis shipments, quotations for kero- 
sine and range oil eased to 8.375c, down 0.125c. Diesel 
fuel was 0.125¢ lower at 8.125c. 

Light fuel prices were cut by one refiner in Arkansas, 
and heavy fuels were quoted lower in Central West 
Texas, Arkansas, and Kansas. 

Prices for light and heavy fuels on the Gulf and East 
Coasts were unchanged. “Exports” from the Gulf to the 
West Coast have made up most of the recent cargo trad- 
ing, according to trade reports. 


There were no new developments in crude oil post- 
ings, and prices for specialty products continued gen- 
erally weak. Lubricating oil inventories hit a record 
high for recent years of 11,021,000 bbls. on Dec. 31, ac- 
cording to the Bureau of Mines. Wax stocks on the same 
date were 161,000,000 lbs., up 4,480,000 Ibs. The Na- 
tional Petroleum Assn, reported increases during Janu- 
ary of 46,294 bbls. in inventories of Penna. bright stock 
(total inventory 324,350 bbls.) and 57,584-bbl. boost in 
neutral oils (441,679 bbls. total). 

Details of gasoline price war reports at eastern points 
follow. Prices are exclusive of state and federal taxes, 
the amount of which is shown in parentheses. 

Erie, Pa. (7c)—Prices down 3c at many outlets han- 
dling major brands in new wave of price cutting. One 
major brand dealer selling at 14.9c, his cost price, Other 
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prices at outlets handling major brands range from 16.9 
to 20.9c, with about one-third of city’s stations at the 
lower price. 

Hartf_rd, Conn. (6c)—With this city the center of cut 
price activity during the ups and downs recently of whole- 
sale quotations, situation was one of “confusion, un- 
limited,” trade sources said. Some suppliers selling deal- 
ers at 15.5c, following 1.6c advance by Socony-Vacuum. 
Others selling at 14.8c, having increased only 0.9c. Still 
others selling to dealers at 13.9c. Retail prices at out- 
lets handling major brands range from 16.9 to 19,9c. 

Wheeling, W. Va. (7c)—Most recent wave of retail 
price cutting ended with majority of service stations up- 
ping their postings 4c gal. Current rise wipes out 2c 
cuts made in mid-February, but prices are still 1.7c un- 
der postings of 22.6c in effect at most outlets when 
price war first started last August. Virtually all stations 
handling major brands are now posting 20.9c for regu- 
lar and city’s one private brand outlet is selling at 18.9c. 
Tank wagon prices of major suppliers to dealers continue 
unchanged at 16c for regular, 


GULF COAST 


Gasoline, Crude Move to West Ccast 


Arrangements for lifting of material for shipment to 
the West Coast comprised a large share of the trading at 
the Gulf during the past week. There still was demand 
for distillates, however, and loosening of supplies at a 
number of plants helped foster a few cargo-lot sales of 
gas oil and No, 2 fuel. Prices were unchanged. 


The West Coast demand appeared long enough to take 
off three cargoes of gasoline and a cargo of “intermedi- 
ate” crude. Two cargoes of 83 oct. regular-grade gaso- 
line reportedly were sold at “discounts” ranging from 0.25 
to 0.375c per gal., and a cargo of 91 oct. premium “at 
the low,” all for lifting to the West Coast. An Inde- 
pendent also disclosed that he had arranged to lift “two 
large cargoes of regular-grade,” but he declined to name 
the price and the location of the buyer. 

Purchases of gasoline at the Gulf by West Coast buy- 
ers probably have done considerable to “save” the quo- 
tations on some grades, for prices for second-grade regu- 
lar and low octane grades have been “easy” for several 
weeks. Premium gasoline, 90 oct., was held for 11,75c, 
while 86 oct. regular generally was held for lic, and 83 
regular for 10.75c. ° 

While refiners generally said that demand this year so 
far has been active for premium gasoline, some apparent- 
ly are willing to swap prompt premium for the same 
grade later on. 

Sale of a cargo of No. 2 fuel was reported at 8c per 
gal. to an East Coast North-of-Hatteras marketer. 

In addition, a major refiner disclosed selling two cargoes 
of gas oil for export to Europe, adding that he also was 
negotiating for lifting of additional gas oil in April-May. 
While the prices on the gas oil were not disclosed, most 
recent sales at the Gulf have been at 8.125c for 48-52 4.i. 

Bunker “C” fuel was a forgotten product. For cargo 
’ lots, heavy fuel generally still was held at $1.50 per bbl. 


ATLANTIC COAST 


New England ‘Gas’ Prices Ease 


Tank car prices for gasoline settled back to late Feb- 
ruary levels, down 0.5 to 0.8c on the high side of sup- 
pliers’ quotations, at points in New York and New Eng- 
land the past week, There were no changes in light or 
heavy fuel prices at East Coast points, but falling ocean 
tanker rates continued to “undermine” prices in general. 

Following reductions ranging from 0.5 to 0.8c by a 
number of suppliers, regular-grade in tank car lots gen- 
erally was quoted at 13.7¢ at Albany, Boston, and Provi- 
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dence, 13.8c at Portland, and 13.5c at New Haven. Five 
major marketers that increased in this general area late 
in February (see March 4 NPN, p. 52) made reductions 
that cancelled out the earlier hikes. 

A cold snap in early March did much to siphon off 
some of the top heavy inventories of distillate and resid- 
ual fuel oils, according to trade reports, and some sup- 
pliers said that sales of No. 2 fuel early this month were 
running well ahead of those of early February. How- 
ever, rates for clean ocean transportation from the Gulf 
that fell to the equivalent of USMC minus 30% continued 
to make for “easy” prices for distillates, 

Suppliers at New York reported kerosine prices were 
“especially weak,” and one major, rather than cut his 
10.65c barge price, said that he was seeking outlets 
for surplus product “outside his regular marketing terri- 
tory.” 

No trading was reported in fuel oils. No. 2 fuel still 
was held generally for 9.65c in barge lots at New York 
Harbor, and some reports continued that spot material 
could be obtained as low:as 9.4c, but these were not con- 
firmed. 

Efforts to uncover new retail No. 6 fuel customers 
showed no signs of slackening. At Boston, tank wagon 
deliveries totaling 100,000 bbls. of No, 6 to one utility 
company beginning March 1 over the coming 12 months 
were said to have been arranged at $2.038 per bbl. The 
truck freight from Boston deepwater to this plant is ap- 
proximately 10c. Suppliers in the district generally quote 
$2.04, FOB terminals and refineries, for No. 6 fuel. 


CHICAGO DISTRICT 


Nos. 2 and 6 Fuel Prices Settle Lower 


Lower prices were quoted in Chicago District last week 
for Nos. 2 and 6 fuels. Trade sources also reported “dis- 
counting” in both range oil and No. 2, but there was little 
trading at “shaded” prices. Gasoline was quiet. 

Although range oil and No. 2 fuel “discounts” (from 
quoted prices) amounted to 0.35c in some instances, 
sources said range oil still was fairly steady and colder 
weather had brought some stability to No. 2 fuel. Two 
river terminal operators reportedly were trying to bor- 
row immediate barge lots of No. 2 fuel to be paid back 
later when their own barges arrive. 

No. 2 fuel prices ranged from 9.75 to 10.1c, FOB Chi- 
cago District, down 0.125c on the low and 0.15c on the 
high. Trade sources also reported product available at 
9.375c but reports lacked confirmation in sales. Status 
of range oil was little changed; however, product was 
indicated as available at various prices ranging upward 
from 10.3c. Suppliers quoted range oil from 10.75 to 
11.375c to the trade, 

Range lows for No. 6 fuel dropped to 5.35c, down 0.25c 
for low-sulfur grade and 0.1c for high-sulphur. Other 
quotations ranged to 6.05c and 5.7c for the two grades, 
respectively. 


MIDWESTERN (Chicago-E. St. Lovis Area) 


Most Distillate Fuels Range Lower 


Except for No, 2 fuel, prices for all distillate fuels 
ranged lower in Midwest last week following price cuts 
by several refiners. Tank car marketers, at same time, 
continued to offer Nos. 1 and 2 fuels at substantial “dis- 
counts,” but disclosed no trading. Interest in gasoline 
lagged. Residual] fuel was quiet with some marketers 
lowering their prices as much ag 7.5c per bbl. 

Range lows for following products were down 0.125c: 
41-43 kerosine, 8.375 to 8.625c; 42-44 kerosine, 8.375 to 
8.626c (also down 0.25c on the high); 58 d.i. Diesel fuel, 
8.125 to 8.625c (down 0.125c on the high also); and No. 1 
fuel, 7.625 to 8.375c. 

Marketers offered No. 6 fuel from $9.725, Group 3, 
with several indicating that $0.70 to resellers was a “rock 
bottom” price from suppliers. Sale of “moderate” quanti- 
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NPN Gasoline Index 


Cents Per Gal. 


Dealer T.W. Tank Car 
BERGON D cedvescsad’s a% 15.34 11.79 
Month Ago ...... ai 15.25 11.63 
OP BOD cc cunks’ 15.13 


11.54 

Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 

Tank car index is weighted average of following wholesale 
markets for regular-grade gasoline, FOB refineries or ter- 
minals: Okla., Midwe:t, W. Penna., Calif.. N. ¥, Harbor, 
Philadelphia, Jacksonville, Boston and Gulf’ Coast. 














ty of No. 6 at $0.75, was disclosed by a marketer. Quo- 
tations to the trade reported by refiners ranged from 
$0.85 to $1. Railroad buyer said he had placed his March 
orders for No, 6 at $0.90. 


CENTRAL MICHIGAN 
Fuel Demand Rises with Cold Weather 


Demand for light and heavy fuels improved in Central 
Michigan with generally colder weather in the first week 
of March, according to most refiners. Gasoline remained 
in “very strong” position. Prices mostly were unchanged. 

Trade sources said steady demand for heavy fuel kept 
inventories low at some plants, but there still were “soft 
spots” about the area, One refiner, however, raised his 
prices for Nos. 5 and 6 fuels 1c to 7.25c and 7c, FOB 
Central Michigan, respectively. Others quoted No. 5 
from 6.25 to 8.25c and No. 6 from 6 to 8c. 


MID-CONTINENT 
Pipe Line Burning Oils Tighten 


Most Mid-Continent refiners the past week reported 
a tightening of burning oil supplies in Great Lakes Pipe 
Line system, and there was said to be quite a lot of 
“swapping” and “borrowing” going on among refiners at 
some terminals. However, fuel oil prices continued to 
drop, and refiners generally described their refinery in- 
ventories of burning oils as “ample.” Gasoline and lubri- 
cating oil trading remained relatively slow. 

The tightening of distillates at many northern termi- 
nals developed over about a 10-day period, according to 
trade sources. At first of February, a number of refiners 
found themselves paying demurrage on distillates that 
had been in pipe line over 30 days. As result, tenders 
to line were slowed down, colder weather swept through 
the northern states, and as one Kansas refiner said, 
burning oil situation changed from “one of oversupply 
to one of shortage” almost overnight. 

Some refiners believed another severe cold wave could 
cause “serious problem” at northern terminals, but those 
without pipe line connections were not worried about 
any “shortage” of products. Instead, they found tank 
car buyers still only mildly interested in material they 
offered at sharp “discounts” from published prices. An 
East Texas refiner said “No. 2 just won’t move at any 
price,” and there were more reports of inland Texas burn- 
ing oils moving to the Gulf Coast. Generally, this ma- 
terial was being sold on the basis of “Platt’s Oilgram 
Gulf Coast Cargo low, delivered Houston.” East Texas 
refiner, shipping to coast, said he was “netting back 
about 6.5c” at his plant, while West Texas refiner said 
a ta shipping “small spot lots” at net-back of about 

A number of refiners reported lower quotations for 
burning oils in Oklahoma, Kansas and Arkansas, and for 
residual fuel in Central West Texas, Arkansas and Kan- 
sas, and as result, prices generally ranged lower in these 
areas. 

Lubricating oil trading continued slow, according to 
most sources, with domestic demand generally light for 
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Mid-Continent solvents, conventionals and South Texas 
oils. One refiner said he had “heard of discounts up to 
2.5c on solvent oils,” but added there had been “little 
deviation on conventional prices.” 


WESTERN PENNA. 
Bright Stock Off 1c 


Bright stock was offered 1c lower in Western Penna. 
the first week in March. Prices for other products gen- 
erally were unchanged although lubricating oils remained 
weak and weakness persisted in scale wax prices. Lube 
demand showed little improvement. Gasoline demand 
still was slow. Continuing in fairly good demand were 
scale wax, petrolatum, and light fuels. 

Bright stock was quoted at 24 to 26c. Sale of about 
10,000 bbls. Penna. material to European buyer at 26.5c, 
FOB ship at the Gulf, reportedly was made, although con- 
firmation of the transaction was lacking. 

Bright, and 200 vis. neutral quoted at 26c, were firm 
at low quoted prices, according to most sources. On 
the other hand, light neutral and cylinder stocks were 
weak and available 2c below low quotations reported, 3c 
off on inter-refinery offerings, it was said. 

“Poor quality” scale wax continued to dominate the 
market, several refiners said. in commenting on persist- 
ent price weaknesses despite good demand, One re- 
finer who said he had “high quality” material reported 
gales at 3.75c, low quotation reported, as well as sales 
at 3.875c “in some directions.” 

Industrial consumption of No. 2 fuel has been heavy 
over past season, several refiners said, despite the fact 
that natural gas supplies have been ample in the area. 
Inter-refinery purchase of No. 2 fuel in Pittsburgh dis- 
trict at 10.5c was disclosed. 


Oil Price Index Unchanged 


WASHINGTON—Bureau of Labor Statistics’ wholesale 
oil price index, based on Platt’s Oilgram quotations, was 
unchanged for week ended March 3 from previous week. 
Current index is shown below in comparison with corre- 
sponding week a year ago (1947-49 equals 100): 


Mar. 3, 1953 Mar. 4, 1952 


ComGe QE PORUCS ioe. cc beleive ccavess 111.1 110.3 
OOMED 02s dish 0 Hk6s boi ceases Gy dais 48H ee 111.8 109.0 
Refined coment as Teen er ok ole daere as 111.1 110.8 
GN a he Fach dibee cee ca vbhes a seeds 120.0 114.5 
Kerosine ... Subd vew wae ohKCs iss eeus 111.7 112.7 
Distillate fuels ae bs -s = ‘ > 118.1 112.9 
Residual fuels ............ inne ale “ 80.2 97.2 
Renee AI ok 6 5k Neb fds ess of 84.6 101.8 
Natural gasoline ....... sinh ecechian 79.5 85.6 


LP-Gas Prices silahinindll Sales Slow 


TULSA—There have been no general changes in prices 
for liquefied petroleum gases in the Mid-Continent de- 
spite occasional sales at big “discounts,” according to 
reports of producers. It is anticipated widely that March 
will be a slow month for sales to both contract customers 
and spot buyers. 

Principal producers report unchanged quotations of 4c 
for propane, 4.5c for butane-propane mix, and 5c for bu- 
tane, Group 3. Occasional sales, however, reportedly are 
taking place at 3.5c for both propane and butane. 





Crude Oil Prices 


No changes aes in crude oil prices in 
week ended March 7 

Note—Due to the fact that a number of dis- 
crepancies occurred in the Feb. 25th issue, the 
complete crude oil price tables are published in 
this issue—see p. 44-45. These pages in the 
March 1ith issue supersede those shown in the 
Feb. 25th issue. 











NATIONAL PETROLEUM NEWS 











OIL PRICE SECTION 





Prices at Refineries and Terminals and by Tank Wagon 


PRICES IN EFFECT MARCH 9 


Prices herewith are reproduced from Platt’s OILGRAM Daily Oil 
Price Service, associated with National Petroleum News, whose rep- 
resentatives in all NPN-OILGRAM offices devote their time exclusively 
to reporting oil industry prices everywhere. 

Prices shown in tables are sales prices or quotations or genera! offers 
er posted prices by refiners, by pipeline terminal operators, and by 
tanker terminal operators; for current sales and shipments; for the busi- 
mess day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck } prices applying to 
barges or cargoes or truck transport lots only, so designated; FOB re- 
fineries or terminals; in cents per gal., except per bbl. where $ sign is 


distribution or pg me During period of short supply, some sellere 
and at times all sellers, withhold eon" to new customers or the 
posting of firm prices but oe OILGRAM the prices they otherwise 
would quote to the trade in general and which they confine to their 
regular customers only, and a9 prices appear in the price tables. 
Gasoline ratings are by ASTM Research Method and are minimum 
ratings, except where letter M is used to indicate that octane rating is 
by ASTM Motor Method. For further details of price conditions apply 
to any NPN—OILGRAM office or see back of any OILGRAM Price 
Service invoice. 


; wax and petrolatums in cents per pound; ex all fees and taxes: 
for crude oil and its products lawfully produced and transported; re- 
ported as received by OJLGRAM and National Petroleum News but not 
Guaranteed; for subscribers’ private use only and not for resale or 


GASOLINE 


OKLA., Group 3 (Okla, ) 

(3)11.5-11.875 
(4)10.5-10.875 
80 Oct. sees 
60 Oct. 9.625-10.125 


OKLA., Group 3 (Northern shpt.) 

88 Oct, Prem. (6)11.375-11.75 
82 Oct. Reg. ...........++(6)10.375-10.625 
60 Oct, M & below 9.5-9.875 


MIDWESTERN (Group 3 
88 Oct. Prem. 

82 Oct, Reg. 

60 Oct, M & below .... 


basis) 
«.(4)11,.375-11.75 
(5)10.375-10.5 
9.625-9. 


N, TEX. (Texas & New Mex, shpt.) 
98 Oct, Prem. 13,2-13.25(2) 
90 Oct. ‘ 12.75(2) 
88 Oct. 11.75-12.75 
10.75-11.7 
(2)10.75-11.25 
(2)9.75-10.8 
& New Mex, shyt.) | 


12. 5-12.75 
‘ 12(2) 
12 


10.75—-11.25 
10.75-11(2) 


10.25-10.5 
Eg, TEX. (Truck apnsen mand 


93 Oct, Prem. 
11. 75-12.75 


11.75 
2 666506 10.75-11.25 
seeeees €2)10.75-11 
60 Oct. M & below ...... 9.875-10.5 
OEZENT. W. TEX. (Truck sae lots) 
88 Oct. Prem. ......... 12 


82 Oct. Reg. . 10.75 
@0 Oct, M & below ...... 10 


ARK. (For shipment to Ark, & La.) 

88 Oct, Prem, ... 11.75 

80 Oct. Reg. -* 10.75 
9.625 


nay ag (For Kansas destinations 


only 
11.563-11. 
11.563-12.375 


10.563-11.375 
60 Oct. x9.6~10.625 


WESTERN PENNA. 

Bradford-Warren: 

90 Oct. Prem, 13.75(2)x 
x 12.75(2)x 


13, 75-13.9 
12. 75-12.9(2) 


13.9(2) 
12.9(2) 


«13.5 


) 
(2)13.5-14.75 
13. 75(2) 
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CALIFORNIA 


Los Angeles Dist.: 
90 Oct, Prem. (2)14,.1-18.1 


(2)13.1-15.6 


° 17.85-18.6 

80 Oct. Reg. es 15.85-16.1 
San Joaquin Valley Dist. : 

90 Oct. Prem. ... 7 17.85-18.6 

80 Oct. Reg. mee 15.85~-16.1 


KEROSINE, GAS & FUEL OILS 


OKLA,., Group 3 (Okla. shpt.) 
41-43 w.w., 

42-44 w.w. . os 

Range oil .. See a 
58 & above D.I. " Diesel ee 


x8.375-9 
x8.375—9 (2) 
x8.375-8.75 
x8.125-8.875x 
x7.625-8.75 
7.25-8.5 
7.25-7.75(2)x 
$0.85-—1.20 
OKLA., Group 3 (Northern shpt.) 
41-43 ww. x(2)8.375-8.75 
42-44 ww, -x(3)8.375-8.75(3)x 
Range oil x8. 125-8. 5x 
58 & above D.I. Diesel .. »8.125-8.875x 
Sk (an ~« shenesné oe x7.625-8.5(2)x 
No, 2 fuel 7.25~7.875x 
No. 3 fuel hin bnee (2)7. 25-7. Tix 
No. $0.85-1.15 


MIDWESTERN (Group 3 basis) 


41-43 w.w. .x(2)8.375-8.625 
42-44 W.w. .x(3)8.375-8.625(2)x 
Range oil oe6'e 

58 & above D.I, Diesel .. x8.125—-8.625~x 
No. 1 fuel .. ptees x7.625-8.375 
No, 2 fuel A A 
No. 6 fuel 


58 & chove Di Diesel... - 
WOO, B PO co vmcdccctacse 
BO. BD GIs onc te-ccessde. 


8.5-9.25 
: (2)$0.95-i.50 


W. TEX. (Texas & New Mex. shpt.) 
41-43 w.w. 
42-44 w.w 


$1.00-1.85 
CENT. W. TEX. (Truck transport lots) 
41-43 w.w. 9 
58 & above D.I. Diesel. ... 8.75 


seen 


8 

No. : * «$1.25 
KANSAS (For Kansas destinations only) 
42-44 ww. . x8.625-—9.875 
52 & below D.I. Diesel. 8.63-9.25 
58 & above D.I. Diesel. x8.625-—9(2) 
No, 1 fuel = 0s tuadees x8.375-9.625 
No, oeeGeas acuseee x7. 75~-9.25 
No, sso 
No, oideseseccosce” 2861.60-1.675 
No. ea Fk 


Price Service, Inc., 
Subscription rate in U. 


For complete price service delivered daily from nearest OILGRAM 
publishing office, New York, Cleveland and Houston, address Pilatt's 
1213 West 3rd St., Cleveland 13, Ohio. 
S.: $150 per year, payable in advance. 


Annual 


ARK. (For pruners: to Ark, & Ia.) 
42-44 wiw. . 

Tractor fuel .... oé 

Diesel fuel 52 & “below. . 

Diesel fuel 58 & above... 

No, 2 fuel bu dgor 

No. fuel 

No, fuel 

No, 

No, 


WESTERN PENNA. 
Bradford-Warren: hee 
Kerosine ... 

55 eetane Diesel 

No. 1 fu 


No, 3 fuel 
36-40 gravity fuel 
City: 


(2)11.25-11.65 
10.5 
10.75~—11.15 
10.5—10.75(2) 
10.5 
10.5 
oe (2)11.4—-11.65 
50 cetane Diesel” eee ‘ 10.65 
No, 1 fuel .. e6eres 11.35 
NO, 3B TUG) .occccccccscess (3)10.65-10.75 
No, 3 fuel ... cove ones 
36-40 gravity fuel. 10.525—10.65 
(*) Prices of some Bradford-Warren District 
sellers to bulk commercial consumers are 0.15¢ 
higher than prices shown abov 


CENTRAL MICHIG 
(FOB Central atiehigan refineries. ) 
Range Of] ....eccesscecens 11.55-12.25 
11.55-12.4 
(2)11,5-12(2) 
10.75~11.5 
10.5-11(3) 
(2)8.5-8.7 
(2)6.25-8.25(2) 
(2)6-8 


14.4-14.8 
2.05-2.15 
2.35(2) 
12.2-13.3 
13.7~14.8 


Heavy fuel (Ps si 
Light fuel (PS 300 

Diesel fuel (PS 200) oeee® 
Stove dist. 

San 


14.3-14.8 
2.05-2.15 
2.35(2) 
12.2-13.3 
13.7-14.8 


(2)13.8-14.3 
1.80-2.10 
2.25-2.30(3) 
x10.25-13.2 
«10.5-14.7 


Heavy fuel (PS 400) ..... 
Light fuel (PS 300) ...:.. 
Diesel fuel (PS 200) ..... 
Stove dist. (PS 100) ..... 


(Group 3 & 
ers on freight 5 
may originate in any Mid-Continent manufac- 
turing district.) 

FOB GROUP 3 

Grade 26-70 

FOB BRECKENRIDGE 
Grade 26-70 


5.5(Sale) 


5( Quotations) 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT MARCH 9 








oF FT| , me Wy, 
Vode LC Toro] ‘wy SCULLY SIGNAL COMPANY a at Se Mass, | Model LA for new 
Customer tanks J Canadian Licensee: EMPIRE BRASS MFG. CO. LTD. Toronto, Cntorio tank installations 








Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


New York Bostor 











METAL CLAD TANK INSULATION 


Our Welded Web insulation method is incorporated within standard 
specifications of five major oil companies—all repeat order customers. 


This procedure permanently protects perishable insulation on Asphalt 
and Bunker “C” Tanks. 


No costly painting—ever—with rust-proof aluminum. 


and Now: A METAL CLAD ROOF SYSTEM 
welded to the deck, accommodating any insulation—any thickness. 


This adaptation of side wall procedure, possesses the unique ad- 
vantage of a rugged promenade surface. Proof positive against 
wind and weather. 


BLOMELEY ENGINEERING CORPORATION 


Hobart Bidg. Perth Amboy, N. J. PErth Amboy 4-0473 


COMPLETE DAILY OIL PRICE SERVICE 
DIRECT from the Nation's Leading Oil Centers 


Timely, reliable market information when you need it most—delivered 
at your desk—by fastest mail—every morning! Buying, selling, trading 
facts! Accurate, daily price reporting of more than 600 different prices 
of petroleum products from the nation’s leading oil centers. Rapid-fire 
market fluctuations compiled, recorded, produced and released through 
private wire facilities—backed by more than 30 years of expert NEWS 
and PRICE service publishing experience. SPECIAL!! One week trial 
subscription with our compliments. Just send your request on your regu- 
lar business letterhead. No obli- 
gation on your part whatsoever! 
Mail your request today! Platt's 
OILGRAM Price Service, 1213 
W. 3rd. St., Cleveland 13, Ohio. 


Get theOILGRAM Habit! 
Read OILGRAM Daily— 


MONDAY through FRIDAY 














A PLATT PETROLEUM PUBLICATION 














LUBRICATING OILS 


WESTERN PENNA, 

Prices are for sales made, or offers reliably 
reported, to jobbers . compounders only. 
Viscous Neutrale—No. 3 col. Vis. at 70° F. 200 
ve. (180 at 100°) 420-425 a. 


10 Re me POe ee coceseccodece 28.5 
BB BR, cccewoceseccccescs 27.5 
Oe WR gocgsnvaede ce cease 26(3) 
Ye Vis, (143 at 100°) 400-406 4. 

DB, cccccccccccccscces 
Ue PR, SG resctcccsseccncecs 26.5 
TPE cckecccccescevcces 25.5 
Sys ina 006 ap howe geese «23-24 (3) 
or vis, at 210°, 540-550 fi. No. 8 col. 
Be Rs  cceeoce csccse ce cee 27.5 
BD Ph, ecvacceccocscccess 26.5 
OS See rrr ere x24-25(5)x 
Cylinder Stocks 
600 s.r. filterb’l .......... «19-21 
GO - DBS cep cetwccce veceses «20-22 
OBO. TIA ccccccccccccccce «24-28 
GRD TERE ccc cvecccccceses x29-30 


MIDCONTINENT LUBES 

FOB Tulsa basis, for domestic shipment enly. 
Bright Stocks, vis. at 210° Neutrals, vis, at 
100°, 0-10 p.p. 


Olis Col 

60-85 vis. Bovis ceseess 11-12 
86-110 vis. Bice b6ss c00e< 11.5-12.26- 
150 vis. Dicdsanectees 11.75-12.5 
180 vis. Dake cecorcecs 12.25-12. 75 
200 vis. Diétaecocsewe 12.25-1 
250 vis, Didees 12.75-13.25- 
280 vis. Sh Wate'we vines 13-13.5 
300 vis. Dues os 13.25-13.75 
Bright Stock—Conventional 
200 vis. D: 

O-25 P.D. orccscvccceses 24 
160-160 vis. D 

0-10 p.p. 21-22 

10-25 p.p. 20.5-22 

120 vis. D: 

O-3O DD. ccercccscccscs 20-21 
Bright Stock—Solvent 
150-160 vis. 0-10 p.p., 95 v.i. 24-25 (4) 
Neutral Olis—sotvent (95 v.1.) 
170-180 Vis, .......ceceees 14-15(3) 
200-210 Vis. 21... .sceeeees 14.5-15.5(4) 
BED. TO, ccc cccccscccesees 15.5-16.5(3) 
Cylinder Stocks 
400 a.r., olive greem ...... 18 


GULF COAST—Soivent Refined Lubes. 
From Mid-Continent grade crude. Prices FOB 
ship at Gulf for export. 

steck—Vis. at 216° 


test, 95 v.i «22. 75-—26.5 
Neutral Olls—Vis, at 100°; 95 v.1.; G-1@ p.t. 
WOO WIS, cccccccccccceccece 13-14 


BOD CEE, o vcevccccceccsccece (2)18-16 
Ger Tee «16—17(2)x 
BID. Fis 0.50 v0-00 86 pwewscens «17.5~—18.25(2)x 


SOUTH TEXAS LUBES 
(Vis, at 100° F, FOB 8. Tex., refineries for 
domestie and/or export shipment.) 


PALE OILS: 

Vis. Color 

100 142% cee eneeceees (5)10.5-11 
OUD TE Nédsecesnceccecs (5)12-13 
BOO BB. ccivicdice secoccces (5)13-14 
SOO BY-BY%  ... cece eneee (5)14-15 
Fe OD  vicccdioc vcccccces (5)15-16 
SG Be asact siecceseoces (5) 16-17 
BED Loveatadsc co csspebe (3)17-18(3) 
KED OILS: 

Vis. Color 

ee . errr reer (4)10.5-11 
SS” yer (5)12-13 
Oe  Rerrr err rit re (5)13-14 
Be ME es wesesesccvesece (5) 14-15 
DE IGE hedacctdoccvesc.s (5)15-16 
Se | M.. wob es stop vcvessc (5)16-17 
BOD. MD assed ovcioeces (5)17-18 


PETROLATUMS 


WESTERN PENNA, 
(Bbis., carloads; tank car, 1 to 1.5¢ leas.) 


Snow ‘white ........ssses+ poy wey 

Soft white .......sceeneee 3)6.625—7.25 

LRG WRS occ cccccccccsccs (2s 375-7 

Cream white ........ss05. (2)6-6.75 

Bott yellow 2.2... ce cecsecs 5(3) 
Secewevecceue (3)6-5.25 

ASEDED 6 ce ve ve ccccccccsces (3) 4. 76-5 

Ove ceencccesoeccsoceone 4.5-4.75(2) 
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Refinery & Terminal Prices (Continued) 


PRICES IN EFFECT MARCH 9 
ATLANTIC & GULF COASTS 


Prices are of refiners, FOB their refineries @ tanker terminals and of tanker terminal operators, 
FOB their terminals. Ships’ bunkers prices are exclusive of lighterage. 


92 Oct. 83 Oct. 
Prem. Gasoline ar >» meet Gasttine Reg. Gasoline 
13.85-15 oe ey 6 eoe 
13.75-14.9 
14.2-15.2(4)x 2x 1271816) 
12.9-15(2) A by 11.9-13.5 
12.8 12.8-13 11.8-12 


Kerosine 
No. 1 Fuel(*) 
10.75(19) 
10.65( 19) 
11.05(9) 
10.851 10) 
10.75(9) 

9.7 


14.95-15.7x 14,95-15.2(2) 
13.3-14.475 13.3 
12.5-13.5 12.5 
12.25-13.3 12.25-13.3 
12.25-13.3 (2)12-12.25 
13.6(4) 13.3-13.6(2) 
wees 13.6 

13.4(3) 

15(3)x 

12.6 


10.95(16) 
(3)10.7-10.9(2) 


13.7(9)x 
(2)12.3-12.475 

11.5(2) 
(2)11.25-11.3 


¢ 11.25-11.3 
12.6 12 11.6 11.2-11.25 
12 9-14.6 seta 


oy 15-15.2 
5.05 


13. 6(3) 
«15.05-15.3(3)x 
14.95-15.2(3)x (5)x 

13.613 (2)12.3-12. 6(5) 

12.3-12.4 11.15(8) 
13.06-14.56(2) (3)16.7-10.9(4) 


13.05-13.2 12.05-12.55 


Diesel OU Light Diesei 
Gas House Shore Plants® Ships’ Bunkers 
No.2 Fuel® Gas Oll* No. 4 Fue No. 6 Fuel (60 cet., 55 4.1.) (45 cet., 45 4.1.) 
9.75(19) 9.85  (11)$3.02-3.56 . (8)10.15-10.25  $4.24(4) 
sess (11)2.99-3.46 2.52 aaa ae 
10.45(4) viet 
10.25(5) 4.24(4) 
8 3.48 
9.96(16) ; 10.35(6) 4.27-4.28(2) 
9.915) sues es 10(2) 4.18(2) 
-625-8.75 : 8.5(2) 3.40(6) 
10 48) 44810) 
10.6(3) 4.473(2) 
10.35(5) ie 
8.7-9.1(2) 3.49(3) 
io. 15(4) 4.19-4.24(2) 
10.25(8) 


ue 
10.5¢5) 
10.45(4) 


9.95 3.05(3) 


4.47303) 
10.35(4) 4.28 


10.4515) 4.452(5) 
10.25(6) 4.368(5) 


10(3) 4.18(3) 


Ne. 6 Fuel 
No Sulfur 
Guarantee 
Barges 


No. 6 Fuel No, 6 Fuel 
Ne Sulfur Max.1% 
Guarantee Sulfur 
N.Y. it easpph (4082. to 00(9) (4)$1.90-2.00(9) (3)$2.10-2.16 (3) 
2 a o¢ 2006 ee 
1.63 


10-2.16 


2.00(4) 2.28 2.25 
1.60 eee eees 
2.04(5) 2.19 2.19 
1.95(3) eeee eee 
1.60 eees 

1.60(4) 

1. raed 


P peht pope ep 
Ssssess: 
~~ 
we 
~~ 


nes 
gee 
s¢ 


“lend O12 2c ee 02 
(5) 1.95(4) 
Lene 1.84(4) 
o GD. eee = oes eres eeee 


sox 5a stiches rae ‘iii Git ibid ‘ai 
bulk commeroial consumers are 0.15¢ higher than 
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WAX 


WESTERN PENNA, (T.C., in Bulk) 

White Crude Scale: 

122-124 A.m.p. (3)3.75-3.875 
124-126 A.m.p. (3)3.75-3.875 


3° high thas 
ints are AMP, er 

a. Patess are for carload lots. Domestic 
prices are FOB refinery; scale in bags oF 
bbis.; fully refined, slabs loose. Export prices 
are FAS; scale in bags or bbis., fully refined 
in bags or cartons. 
Crude Scale N.Y. 
124-126 white 


Y. Export 
5.6(2) <(2)4. 75-8 6(2) 


; 188} 


to jobbers & distributors in tank car 
lots FOB refineries, 


12.86-13.75 
(3)12.1-12.75 


. (2)10.75-11.375 
«(3)9. 75-10. 1x 


6.45 
(2)6.45-6.7 (2) 
5.35-6.05 


NAPHTHAS & SOLVENTS 


(FOB Group 3) 


Stoddard solvent . 11.376(8) 


Lacquer diluent ores a “det 
Benzol diluent 


WESTERN PENNA. 
Ol City: 
Stoddard solvent 


- (2)12. 125-12.375 
(2)13.125-13.625 


OHIO—Quotations of 8.0. Ohio for delivery te 
Ohio points: 


17.0 
Mineral rits 3 stoddard solvent 16.0 
Rui H 14.875 


E. TEXAS (Truck Trnapt. lots) 


17(4) 
16 .5(4) 


17.544) 
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Refinery & Terminal Prices (Continued) 
CALS * PRICES IN EFFECT MARCH 9 
GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL PORTS 


Cargo prices are FOB ship at U. 8. Gulf, minimum of 20,000 bbis., and are by refiners only to 
other refiners, export agents, or tanker terminal operators. The figure in parentheses after each 
tieudatidinnsittg Sinenaete —_ indicates the number of — quoting that price. 




















Gasoline (MIL-F-5572) 
Grade 115/145 .nccccccccccccccccccssceccsseess 17.75 
SE SND hth se okiino+ dekausts sede -. 16-16.75 
REPUBLIC OIL REFINING CO. GEES GOIOG. ccccedccocccccccccenscceeseseesoce 15.75 
: a Premt 12-12.25(2) 
92 Oct. OE ci sisd insu caewen Ce eaedaeaanede? 
Refiners of Se MOMMIES << 523. 00a.c0vcun de abs SEIEIDD aav7s-12-12.25 
and REPUBLIC Petroleum ME TEU oc chcace acdc oicdes denna + 148)-11.25-11.5(2) 
arke’ ucts BB Cet. Regular 2... cccccsccsccsscccsccccccecece - 
Marketers ee bye eoeeadeh aeeubagepbytes: Axcess + 10.5-3102) 
j . TOUR Cet, B0 CARGOES fino cies cc cccndevcecesece 10-10. 25-10. 
Main Offices: ae e ont en oe. M las a 
i SAE OEE, MINN 0.oe cc cccs Sudesansceesatwos 
Pittsburgh, Pa. exas City, Te Bi ONE fo Tair huss G4 ka ov ocsccqnyetabeennvsda's 8(5)-8.25 
Diesel & Gas Oils 
ve er Crk aus 4B-4T Dleeel. INGE cc cccsccccccccsdcceccccccccs 8-8 125-8 .25 
SE NE OR 0 pias hese acacnsdd ceeded a's $. 125-8 .25-8 375-8. 
GUY TOS PROGR hea 6c cc ccc ccn ccldcnestdsccees 8. 25-8 .375-8.5-8.625 
Heavy Fuels—Cargoes 
No. 5 Fuel, 0-10 p.t. .......scsecccscescccecs $2.35(2)-$2.50 
EN ORE ae ae Ss EE $1.50(4)-$1.75-$1.85(2) 


MIDDLE EAST CRUDE PRICES 


Posted Export Prices of Socony-Vacuum Overseas Supply Co. for Sale in Cargo Lots. 
(Prices are per bbl. of 42 U. 8. gals., exclusive of local port or other governmental charges, 
sales taxes, etc., if any; FOB point indicated, for gravities shown; 2c per bbi. differential per 
degree of gravity applies for gravities below and above those shown.) 








Type of API Effective 
Crude Per Bbl. FOB Point Gravity Date 
Arabian $1.75 Ras Tanura~eatap Arabia 36-36.9 Nov. 1, 1950 
— a ss. Lebanon ga — - oH 
ra 1. ao, Ira 2-32.$ ec. 24, 195 
TANK CAR BUYERS | Trea 2.29 Tripoli, Lebanon/Banjas, Syria 36-36.9 Feb. 5, 1953 
| Qatar 1.81 Umm Said, Qatar 39-39.9 Nov. 1, 1951 
Uniform High Quality VENEZUELAN CRUDE PRICES 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB 
| deepwater terminals at ports named, and are subject to crude availability and company’s require- 
ments; 2c per bbl, differential per degree of gravity applies for gravities below and above those 
shown, except for Lagunillas Heavy for which price shown applies regardless of gravity. Price 
| applicable for each cargo is that in effect at time vessel tenders for loading. For purchases made 
in fields, prices shown are basis for such purchages with deductions being made for terminaling 


Per ex oe — 





and pipe line services in accordance with published tariffs, Purchases not subject to contracts with 
Venezuelan government are made at ag established by schedule shown below less ic per bbi. 






































Effective 
Crude Gravity API $/Barre FOB Date 
Bachaquero ........... 1414.9 1.66 Las Piedras or Amuay Oct. 11, 1952 
DEPENDABILITY Tia Juana Heavy ..... 19-19.9 2.03 Amuay Oct. 11, 1952 
i Lagunillas Heavy ..... Flat 2.05 Las Piedras or Amuay Oct. 11, 1952 
a | Tia Juana Medium ....  26-26.9 2.20 Amuay July 24, 1952 
TRANSPORTING AND | Tia Juana 102 L.P. ...  26-26.9 2.44 Amuay July 24, 1952 
Tia Juana Light 2.28 Amuay July 24, 1952 
MARKETING QUALITY MOM di dsoses siscdes . 2.33 Las Pie Piedras or Amuay July 24, 1903 
TROL cTs Cumarebo ...... ercece 48-48. 3.10 pido t. 11, 
PE EUM PRODU San Joaquin . a 2.81 Puerto La Cruz — = 
MARTIN OIL COMPANY, INC. Oficina 2.57 Puerto La Cruz y 2%, 1 
Mulata ... . ‘ 2.63 Puerto La Cruz Sept. 1, 1952 
3536 S. Ist St, St. Louis 16, Me. DONE encks enc . 2.57 Puerto La Cruz July 24, 1952 
Quiriquire ........+++.  18-18.9 2.15 Caripito Feb. 5, 1953 
Tembilador ........++++ 20-20.9 2.20 Caripito Feb. 5, 1953 
Pedernales ....... «se+ 20-20.9 1.27 Capure (Pedernales) Sept. 1, 1952 
(Prices are for tank cars, barges or truck transport lots; aviation gasoline meet specification 
MIL-F-5572, unless otherwise noted.) 
District Grade 100/130 Grade 91/96 Grade 80 
ee es De, is ows cdbows stu cccesevs 17.6-18.6 446.1-17.2 15.6-16.2 
28:49) 820) ele) 420) 'e-8le), Peruana. be ene Jesesrenseeaeeess esse 18.2 16.7 15.95 
INDEPENDENT MARKETERS a riage geisgemscs 27 oti pan 2 a a MS 2 
: : DE TL oicéevidp eben bébe vd debe 17.96 16.46 15.85 
Maine to South Carolina Nortolk, , EAE ete RD 17.85 16.35 18.6 
. , , , eee, TW 6 ce cnesodebsetededccne 18 16.5 ® 
p FIFTH AVENUE, NEW YORK 20, N.Y New Orleans, La, (Baton Rouge) ...... 17 15.5 14.75 
Seem, DO. Siwrcensac ccdsees oseecee 16.5~-17.25 15-15 .75 14.5-15 
Buffalo Cleveland Detroit Toledo 
90 Oct. Premium ................ 16-16.5 aoe ceee evée 
o EE Se ene 14.5-15(2) bees eats fase 
T is Is Your RGN: > 04.0 Gaunt Gece ccas te ceess 12.46(5) eae cece 11 
RUGS. DRS pecns th 00 ccccseccccs 11.95(3) eees 10.35-10.95 10.25 
No, 1 Fuel ...... Ouednes neces cdoes TTT sans 11.2-11.7 10.75-11.1 
We EE ctdpads nvedSeecbectcee 11.45(4) seco 10.2-10.95 10-10.1 
Mar et Place! WG; INE, acatiicdcscccsss+sc- tase 8a 7.35(3) 7(3) 
a No. 6 Fuel EN SS 8 .45(2) 7.358 6.85(3) 6.5(3) 
(a) Delivered. Cleveland. 
Write today for Advertising MEXICAN BUNKER PRICES PACIFIC COAST 
U. 8S. DOLLARS PER BBL. OF 159 LITERS 
Space Rates. Bunker © Diesel (In Ships’ Bunkers, Diesel Fuel Bunker © Fuel 
(Ships Bunkers) or Deep Tank Lots} (P.S. 200) (P.S. 400) 
NATIONAL PETROLEUM NEWS Sientes $1 em $3.75 San Pedro, Calif.. $4.20(5) $1.80(5) 
| orn oll amt ee at : Gen Francisco ....  4.41(4) 1.854) 
See dawwes : piace Portland. Ore. ..... ; ‘ 
1213 West Third Ee «<6 0n ats 2s OE ae Seattle, Wash. ....  4.62(4) 2.10(4) 
Guaymas .... $2.50 $5.00 
Cleveland 13, Ohio Manzanillo .. 2.50 4.10 
Salina Cruz .. 2.50 4.10 
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OtL PRICE SECTION 





Kero.& 
(Regular G Grade) No.1 No.2 
Cons. Fuel Fuel 
T. rw. T.W. Taxes T.W. T.W. 


15.3 15.3 14.8 
15. 15.6 


a 


15.3 


Saws. 


Chariotte, N.C. 
Jacksonville, 
Fia. 


& eceosoeooeooooeSoOoSoSSoSooOOS O59: SOOSCO: OO 


© SLAPSVSPSSSSSPLSAAANSSEeN AN. AN 


Philadephia, Pa. 
Pittsburgh 


Philadelphia, Pa. 


Notes: 

Kerosine—Thru Penna. & Del., add 2c per 
gal, for t.w. deliveries of less 25 gals. 
at one time. Camden—aAdd ic for deliveries of 
100-299 gals., 2c for less than 100 gals. 

Mineral Spirits prices also apply to Stod- 
dard Solvent. 


CONT'L (N. B. Prices are Continental's 
tankwagon prices. Current — 
OL prices may vary from those shown 
because of local conditions.) 
Conoco Demand 
N-tame (3rd Gaso- Kero- 
(regular) Grade) line sine 
Tank Wagon Taxes T.W. 
x14.8 
x17.2 
15.5 
15.0 
«15.8 
16.5 


Denver, Colo, ...x14. «13.9 


@© 09 00 &© G0 0 00 ~2 G0 G0 0 G0 Oo G0 G0 O° G0 
wmmoumoocooocooooco 
Gi obwobabin 


. 


@o 
wWeOMMAOSOSUIAWS 


Hoboes Sa bbe 


inelnd 





these city taxes: 
PE manne boy & Roswell, 0.5c; Santa Fe, ic; 
Cheyenne, 1c; Casper, ic. 


Discounts: 
Sait Lake City and Twin Falls 
and kerosine prices ~~ 4 for deliveries of less 


than 200 -; 200- gals., deduct 0.5c; 
400 gals. and over, deduct ic. 


T.W. prices are to consumers and dealers. 
x Effective Feb. 27. 


MARCH 11, 1953 


/100c. 
ne inspection fees only: Ala. 1/2; 


Nt 


San Fran., Cal. 
Los Angeles 
Fresno ° 
Phoenix, Ariz. 
Reno, Nev. ...... 
Portland, Ore. 
Seattle, Wash. 


Honolulu, 7. i. ° 
Fairbanks, ‘Alaska. 
Juneau 


PP DID DD HDODINAHAS 
covVcouvauvououqnn 


San Fran., Cal. .. 
Los Angeles 
Fresno os veaws 
Phoenix, Ariz. 
Reno, Nev. 
Portiand, Ore. 
Seattle, Wash. 
Spokane 

Tacoma 

Boise, Idaho 

Salt Lake, U. .... 
Honolulu, T. H... 1 
Fairbanks, Alaska 36 
Juneau 23 


Taxes: 

Boise—Sc gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 2.5c state. 

Salt Lake—7c gas tax applies to motor 
fuel only; avgas taxes are 2c federal, 4c 
state. 

Honolulu—8.5¢ gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 4c terri- 
torial, Standard Diesel/furnace oil price is 
ex ic territorial liquid fuels tax. All T.T. 
prices are ex Hawaiian gross income tax of 
1% to resellers, 2.5% to consumers. 


Notes: 

Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 gals.; 
0.5¢ for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5c differential applies 
to 40-399 gal. delivery; for less than 40 gals. 
add 4.0c gal., except at Honolulu add 4.5c for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals. 
Prices for Chevron Supreme (Premium) are 
2.0c gal. higher than Chevron (Regular) for 
quantity delivered, except at Salt Lake which 
is 1.5¢c gal. higher, For less than 40 gals. de- 
liveries, add 4.5¢ . to 400-gals.-and-over 
price, except at Honolulu, add 5.0c gal. for 
less than 40 gals, (Marine) and less than 100 
gals. (Shoreside). Add to Chevron Aviation 
80/87 quantity delivered prices, 2.0c for 91/98, 
5.0¢ for 100/130, and 8.0c for 115/145. 

Kerosine—T.T, prices, except at Salt Lake 
City, apply to deliveries of 40-199 gals. For 
other deliveries: less than 40 gals., add 4c; 
200-399 gals., deduct 3c; 400 gals. & over, 
deduct 4c; tank car-truck trailer, deduct 5.5c. 
Salt Lake City posted tank truck price is for 
minimum 40 gal. deliveries. 

Standard Diesel/Furnace Oi] & Standard 
Stove Oll—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 

., add ic; 200-399 gals. add 0.5c; less 
than 40 gals., add 5c. 


WANT MAOH 
+ WOM wWrwwunwona~” 


Dallas, Tex.. 14.0 
Ft. Worth .. 14.0 
Houston .... 14.0 
San Antonio. 14.0 


Notes: 


T.W. prices are to all classes of dealers and 
consumers. 


dv incipal marketing companies at 
subject to later correction. 
gasoline and kerosine prices, 


lows: 
/20c; Fila. 1/8c; Ml. 3/100c; 
/200c; Mo. 1/25¢; Neb. 2/1000; 
. 1/20; Okla, 2/25e; 8, C. 1/8; 8. D. 
Iowa 1/50c; Mich, 1/5c. 


Esso Gasoline 
(Regular Grade) 
Gasoline 


ESSO 
STANDARD 


ai 
ati 


Cumberland 
Washington, D. C.. 
Danville, Va. 
Petersburg 
Norfolk 


See ouee 


weerer eer rey rere rr rt TT) 


Charleston, W. Va. 
Fairmont 
Parkersburg 
Wheeling .. 
Charlotte, N. e2 os 
Hickory ... ose 
Mt. Airy .. 

Rale 


Charleston, 8. c.. 
Columbia 
Spartanburg 

New Orleans, ° 
Baton Rouge ..... 
Alexandria 


SOCK KaHK uae. . 


Little Rock, Ark.. 


S prow om DU NwOHAWOSODROOHHUAHOMRONTOD® 


- 
<n OOOO SOO CSS COCO OOO OOAAAADSSHSAANAS 


3 wosocooooosooeoooo coe oooooSooSooSCO 


ae 
. euaaccwu 


4 

= 
-o 
co ® 


Newark, N, J. 
3,600 "gals. & over.. 
Steel bbis. 
Baltimore, Md. 
3,600 gals. & over... 
Steel bbis, .......... 
Washington, D. C. 
100-499 gals. 
500-3,599 gals. 
3,600 gals. 
Steel bbis. 


ne 


owoo &A oO 


No. 1 No. 2 “Ne. 4 No. 6 
Atlantic City, N.J. 14 
Newark, N. J. 13 
Baltimore, Md, 
Washington, 
Norfolk, Va, 
Danville 
Petersburg 
Richmond 
Roanoke 


$3.544 $2556 
3.51 2.52 
3.68 2.64 


at 


é ‘Sepasabe ae 


Salisbury 
Charleston, 8. C.. .... 
Columbia 
Spartanburg 12.5 eee eves 
: Louisiana kerosine prices do not in- 

clude le state tax. 
Notes: Kerosine No. 1—Atlantic City prices are 
for deliveries of 300 gals. or more; add ic for 
100-299 gals. 2c for less than 100 gals. 

No. 6—Washington price is for min. delivery 
of 1,050 gals.; for min. delivery of 2,500 gals. 
price is $2.58 per bbl. 


IMPERIAL (Prices are per imperial gal.; to 
arrive at price per U. 8. gal., 

OL subtract 1/6th.) 
Gasoline 
(Regular Grade) 
Dealer 
T.w. 


1 
3 
a 


St. John’s. Nfid. 


J 
> 
~ 


Charlottetown, P. E. I 
Montreal, Que, ... 
Toronto, Ont. ..... 
Hamilton, Ont. 
Winnipeg, Man. 
Brandon, Man, 


© A200 Os he 9-9-1 G0 im 


Calgary, Alta. .... 
Edmonton, Alta. .. 
Vancouver, B.C. . 21.8 
(*) Price is for Esso Extra (Premium). 
Taxes: Gasoline taxes are provincial taxes. 


a 

© 

me 
eooooosooooooo 


" BEBENSSEBERES 
SEO4ADUH 14-18 Oe 


4) 





OIL PRICE SECTION - 
Tank Wagon Prices (Continued) 











ma " Alreraft 
Mobiigas 
Grade Grade Grade Mobilgas (Regular Grade) Mobilfuel MOBILHEAT 
Gasoline 80 91 100 )=—s« Cons. Dir. Cons. Dir. Mobile Kerosine Diesel (No, 2 Fuel) 
Taxes T.W. T.W. T.W. T.C. T.C. xT.W. xT.W. T.c. Yard T.W. T.0. T.W. T.C. Yard T.W. 
New York City: So 
anh. ssi eevee 6.0 ° eoes Seve coee 14.7 14.7 ecco esee 14.4 eevee 13.6 esce esos 13.2 
Bronx 6.0 : eens deees! aebete Been: Bae oes 3.6: MB céco WB. cvcr 0.4 13.3 
Kings 6.0 s owee dpotpaees 26.7% 10.85 11.4 14.4 10.4 13.6 9.85 10.3 13.2 
Queens .......... 6.0 > avem - Gee Dees case. e608. aoe Sn ee abe ween: ae 
Richmond -....... | Bere aaee oven aeel - B67 10.75 11.2 14.2 10.3 13.3 9.75 10.2 12.9 
Albany, N. ¥,....... 6.0 21.5 22.5 «13.7 14.7 14.7 11.05 11.4 ee 10.6 13.4 10.05 10.4 13.0 
Binghamton oe Ferme ais ie ul4.7 15.8 15.8 12.45 12.8 15.7 12.0 14.8 11.35 11.7 14.3 
WmGale 2. citivcee 6.0 21.0 22.0 «14.5 15.5 15.5 12.45 12.5 15.9 12.1 15.2 11.45 11.8 14.7 
Jameéstown cpeocee, O© ese wae «14.7 15.8 15.8 12.45 12.8 16.1 ones 15.1 11. 12.2 14.6 
Mt,. Vernon ........ 6.0 oe eses 15.0 15.0 11.35 11.7 14.7 eevee 13.9 10.15 10.5 13.5 
Plattsburgh ........ 6.0 an ’ sero BO2 3.3 12.35 12.7 Fe ans 2. BOS 0.6 
Rochester ........+.. 6.0 20.9 21.9 ul4.4 15.5 15.5 12.55 12.9 16.0 .... 15.1 11.55 11.9 14.6 
Syracuse, ....-se0e, 6.0 ee xl4.4 15.4 15.4 12.25 12.6 9 14.8 11.25 11.6 14.3 
Bridgeport, Conn, .. 6.0 eees 4.8 14.8 10.95 10.95 .... 0sée ode 9.95 9.95 13.1 
pO errr es 6.0 . paws vena chee 15.3 15.3 as oes save es isa asts ones snes wees ees 
Hartford .......... OF Serr cone esses 013.8 413.8 15.1 14.8 11.35 11.35 .... 10.9 13.8 10.35 10.35 13.6 ..++ «cess 
New Haven ........ 6.0 20.5 eee eooe €13.5 213.5 14.8 14.8 10.95 10.95 .... 10.5 13.5 9.95 9.96 13.1 eeee ee 
Bangor, Me, 8.0 amen ones ese 14.5 14.5 16.2 16.2 11.75 ese 15.9 11.3 14.4 10.75 see 14.0 ee eee 
Portland Jemacos. ee ane 23.4 ++» 913.8 13.8 15.0 14.4 11.05 ... 15.2 10.6 13.7 10.05 ..«. 13.2 coos eeee 
Boston, Mass. .... 70 19.0 20.0 22.0 x13.7 x13.7 4.9 14.9 10.95 . 15.4 10.5 13.8 9.95 eee 13.4 coos coos 
Concord, N. H. acc Me “bees oene eees ees cece 16.0 16.0 eevee ow 34.8 coco coos 13.9 «ese eves 
Lancaster ........+. 7.0 ease eeoe cose 258 38.8 onee cece ) * ae ° 14.3 ee o0e 
Manchester ar Rare cece ease cone oeee 15.7 15.7 nese osee 1.2 seowe 14.4 eee ecco §=36.0 cece coe 
Portsmouth ........ 7.0 21.32 22.2 .... wl4.4 214.4 15.3 15.3 23.88 wcee voce 422.2 313.9 10.556 coco 18.5 = occee ecee 
Providence, R. I. 6.0 19.8 20.8 22.8 13.7 x13.7 14.9 14.9 10.95 .... 15.0 10.5 13.7 9.88 coe 13.3 ecee eeee 
Burlington, Vt. on". ae ase sees eoee w14.6 2414.6 15.6 15.6 12.25 12.25 .... 11.9 14.5 11.35 11.35 14.1 eee oeee 
WOUTIARE ccccaccees. F.0 cone Pry osee eves cess 16.3 16.3 eave 12.9 oven seer 15.0 eves 11.9 14.6 eees 
Tank Wagon Prices Buffalo N. Y. City Rochester Syracuse Hartford Providenee 
MBUOPES BPS occ cccccccvcccvccccocesssees 18.5 17.0 20.0 


V.M.&P. Naphtha ....... cc cecccccecccececes 20.5 18.5 21.5 
Taxes: N.Y.C, prices do not include 3% city sales tax applicable to price of gasoline (ex tax) 
Discounts: 
Mobil Kerosine—Mt. Vernon T.W. less 0.5c for deliveries of 300 gals. or more. 
Mobilfuei Diesel—All points, 0.5c for T.W. deliveries of 800 gals. oF more. 
Mobilheat—Mt. Vernon T.W. less 0.5c for deliveries of 300 gals. or more. 
Notes: 
Jamestown T.C. prices are delivered prices: all other T.C. prices are FOB bulk terminals. 
Mobil Kerosine and Mobilheat tank car prices are to bulk plant operators, tank car prices to commercial consumers are 0.15c higher. 
Mobilfuel Diesel tank car prices are to commercial consumers; tank car prices to bulk plant operators are 0.15c less. 
x Effective March 5. 


8 
wo 
si 
a 
8 
m 
8 
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OHIO STANDARD 
Sohio X-Tane Gasoline 
Aviation Gas.-Cons. T.W. (Regular-Grade) N & T.W. 
Sehie Sohio Sochio Con- Re- 8.R. D.C. V.M.&£P. Sohio 
Gasoline Avia, Avia, Avia. sumer sell- Sol- Naph- Naph- Varne- Sol- Kerosine Ne. 1 Ne. 3 
Taxes 980 91 100 T.W. ers x8.8. vent tha tha lene vent T.W. Sohic-Heat Schico-Heat 
Akron ............ 6.0 22.0 23.0 26.0 18.2 15.5 20.1 20.0 21.5 21.5 20.5 20.5 13 9° 13.9° 12.9° 
MOE i hstade vanes 6.0 22.0 23.0 26.0 19.0 15.5 20.1 200 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Cincinnati ........ 6.0 22.0 23.0 26.0 19.0 15.5 20.1 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Cleveland ......... 6.0 22.0 23.0 26.0 19.0 15.5 20.1 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Columbus ......... 6.0 22.0 23.0 26.0 19.0 15.5 20.1 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
DOOR Sscadeseeus 6.0 22.0 23.0 26.0 19.0 15.5 20.1 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
ae 6.0 22.0 23.0 26 0 19.0 15.5 20.1 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Mansfield ......... 6.0 22.0 23.0 26.0 19.0 15.5 20.1 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
NE. sp edicoo.ccwe 6.0 22.0 23.0 26.0 19.0 15.5 20.1 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Portsmouth ....... 6.0 22.0 23.0 26.0 19.0 15.5 20.1 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
eee ee 6.0 22.0 23.0 26.0 19.0 15.5 20.1 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Youngstown ....... 6.0 22.0 23.0 26.0 19.0 15.5 20.1 20 0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Zaneiville§ ........ 0 22.0 23.0 26.0 19.0 15.5 20.1 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Taxes: Hangar ~ [rag can purchase aviation gasoline less 4c per gal. State Road Tax by supporting purchase with State Tax Exemption Form 
A-10 to supplier. 


Discounts: Sohio Aviation—on contract to hangar operat and resellers, 2c off consumer t.w. 
Kerosine, Nos. 1 & 2—Prices with asterisk (*) are for t.w. or drum deliveries of 100 gals. or more; less than 100 gals., 0.5¢ higher, Prices at 
other points are for t.w. or drum deliveries of 50 gals. or more; jess than 50 gals., 0.5¢ higher. 
Naphthas—To contract consumers off t.w. prices (except Lucas County) 300 to 999 gals., 0.5¢; 1000 to 2499 gals., 0.75c; 2500 to 4999 gals., ic; 
5000 or more gals., 1.5c, Lucas County: less than 50 gals., tank wagon price, 50 to 249 gals., 0.5¢; 250 to 499 gals., 1c: 500 ; 
are 


Notes: Renown (third-grade) gasoline prices are same as X-Tane unless otherwise noted. 8.8. prices at company-operated os elastase 
x Effective March 5. 


INDIANA STANDARD 

















Tank wagon prices listed below were obtained by NPN correspondents who visited Standard of 
Indiana bulk plants where the company’s prices are publicly posted. K 
Red (Reg. Grade) S 
Cr’n, Ked .Cr’n. Stanolex Furnace Ot! 
Dir. Gasoline 1-99 100 gals. 100-174 175-999 1,000 cals. Crown Gaso- Kere- 
T.W. T.W. Taxes T.W. gals. over gals, gals, & over Net line sine 
bs Bey a 17 4 ioe He 15.8 sae as evee eeee ecee Dealer Taxes T.W. 
¥ 4. 16.6 15. 14. akat oxns eee Covington, Ky. ........ 
eee, a OR. ae | BA MB caece< > Seok eee a oe? Be ee ee 
Mpls.-St. Paul . 17.5 15.5° 7.0 16.4 15.0 yee 14.0 13.3 12.8 Louisville .. 15.2 9.¥ 14.4 
Des Moines, [a.. 9 15.4 6.0 15.8 14.2 13.2 eeee eos coos Paducah . 14.7 9.0 14.1 
St. Louis, Mo... 16.7 15.2 6.0 15.5 13.6 12.6 sees eae e600 Jackson 15.7 9.0 14.3 
Wichita, Kans. . 14.4 14.0 7.0 14.0 12.2 11.2 eee eaee bugs Vicksburg ......... ... 15.2 9.0 183.8 
Omaha, Neb. .. 17.0 14.5 7.0 15.5 13.9 12.9 sania aa ane Birmingham, Ala. ..... 15.7 90 14.6 
yh hws BA 14.5 7.0 17.3 15.6 14.6 pose éeee ode MED 4 vaccacesccss.o Be. ae ee 
Huron, 8. D. .. 18.2 16.7 7.0 17.2 15.5 14.5 seve sees snes Montgomery .......... 15.8 10.0 14.7 
Milwaukee, Wisc. 17.6 16.1 6.0 16.5 15.0 14.0 séeo cise anes Atlanta, Ga. ......... 15.9 8.0 14.3 
AUBUSE ..ccsceccecces 16.4 8.0 16.0 
Fuel Oils—T.W.—Chicago, Ill. Fire-Chief Gasoline Macon ... 15.9 8.0 14.4 
Standard Stanolex TEXAS (Regular Grade) Kerosine Savannah ........+.++ 15.2 8.0 15.1 
Heater Oil Furnace Oil co Dealer Gaxoline Dealer Jacksonville, Fla. ..... 15.2 9.0 15.06 
2-O8 GO . occveciece 15.8 14.8 T.W. Taxes T.W. Mn. beltsectetsvecse ee 9.0 15.15 
100-149 gals. ... 14.8 ose Dallas, Tex. .... 14.0 6.0 12.80 Pensacola ..........6. 15.0 10.0 164.0 
150 gals. & over 14.3 ocee Fort Worth .... 14.0 6.0 12.80 TAMPA coccccccccsccee 186.0 9.0 15.0 
100-399 gals. ....... ; eae 13.8 Wichita Falls ... 14.0 6.0 12.80 z : ‘ f 
400 gals. & over .... eee 13.3 Amarillo ........ 14.0 6.0 12.80 Taxes: 
Giant Fy ote sess: 2a ry 4 4 Gasoline tax column includes these city & 
Fuel A Fuel © San ae csc ae 6.0 12.80 county taxes: Mobile, 2c city; Birmingham, ic 
1-749 gals Ww. Angelo .... ‘ 3 county; Montgomery, 1c city & 1c county; Pen- 
sag EEE ‘ 9.65 8.5 BCO eeeseseeee 14.0 6.0 12.80 sacola, le eity. Other taxes not included tn 
750 gals. over .... 8.9 7.15 Austin .....s..+ 14.0 6.0 12.80 sees? Geetgin’ hereatne, le; Montgomery, her 
Taxes: St. Lwuw, Mo,, gasvuue tax includes le Houston .....+.. 14.0 6.0 12.80 os Ba Mississi eeeaie rm : 
city tax. Des Moines, Ia., kerosine and furnace San Antonio .... 14.0 6.0 12.80 osine 1¢; ppl, o OSs, 
oil prices do not include 4c state tax, State Port Arthur .... 14.0 6.0 12.80 Notes: 
sales, occupation, consumer & use taxes to be Notes: Dealer t.w. prices apply also to all x 
added where applicable. classes of consumers with minimum delivery Consumer t.w. prices are same as net dealer 
* “Temporary” price. of 50 gals. prices. 
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CLASSIFIED 





DISPLAYED: Advertisements set in special type or with border— “Positions Wanted’’—15 cents a word. Minimum charge §3 per insertion. 


$13.50 per column inch. 


UNDISPLAYED: “For Sale’, “Wanted to Buy”, 


“Business Opportunities”, 


Box number counts 2 words. Copy must reach us by Wednesday 


“Help Wanted”, eceding date of issue. 
ous classifica- = on 


tions set in type this size without border—30 cents a word. Minimum All classified advertisements are payable in advance. 


charge $7.50 per insertion. 


No agency commission or cash discounts on classified advertisements. 





For Sale 


MODERN NEW FULLY EQUIPPED private 
brand multipump service station in FLORIDA 
available promptly. Doing nice volume, Gaso- 
line supply assured. Ground leased. Price 
reasonable. BOX 754, 


FOR SALE: 850 gallon Columbian 4-Comp. 
Tank (350-250-150-100) Power Take-Off Unit 
Complete with 100’ hose & Reel in use every 
day. 1947 Ford 825-20 Tires rear, 750-20 
Front. New motor less than one month old. 
Price $1,000.00. W. L. BRYANT, Huntingdon, 
Tennessee. 


FOR SALE: 1-3940 gal. Trailmobile and 
1-4000 gal. Butler, good condition, $1250.00 
each. Two new 5750 gal. Butler 3 compart- 
ment. Real bargains at $5300 and $5400. 
Butier Manufacturing Company, 7400 East 
13th Street, Kansas City 26, Missouri, BEnton 
7400, extension 231. 


5000 GALLON, 1950 JOPLIN TRANSPORTER 
tandem, 3 compartments, double heads, Reyco 
tandem, 18,000# Standard Forge axles 16% 
x 6” air brakes, 8 new 10.00 x 20 tires, 
spoke wheels, clean, new skirts, painted 
to purchaser's specifications, 3” lines, 3” 
emergency valves, immediate delivery $3,600.00. 
JOPLIN BODY & TRAILER, INC., P. 0. 
Box 301, Phone 614, Joplin, Missouri. 


Position Wanted 


SUPERVISOR OR ASSISTANT TO EXECU- 
TIVE: 14 years experience with Independent 
Company. Experienced in office, bulk plant, 
and last seven years as supervisor and as- 
sistant to executive. Box 753, 


Position Open 


PETROLEUM CHEMIST: Will pay a liberal 
salary for a thoroughly experienced petroleum 
and lubricant chemist .to work in our well 
equipped product development and technical 
service laboratory in Hackensack, New Jersey. 
Send in a complete resume of educational 
background and experience and also salary 
desired. N.P.N., BOX 755, 


SERVICE STATION SUPERVISOR—O!1] Com- 
pany has opening for man age 28-35 with 
minimum of 5 years in service stations or 
station supervision to work throughout south- 
eastern states in top supervision. Prefer man 
now located in this territory. Minimum of 
high school education required, some coll 
training desired. All answers strictly confi- 
dential. Salary $5000.00 per year plus expense 
allowance. Reply BOX 7650, 


HAVE YOU THE EXPERIENCE and ability 
to develop a good direct-to-consumer heating 
equipment sales department for a young ag- 
gressive and growing oil-burning equipment 
and fuel oj] distributor within the Philadelphia- 
Baltimore area? Present retail equipment sales 
over $100,000 annually, Substantial 5 figure 
income for proper man—not a promotion—we 
Want a man who is willing to build and stay 
with a solid operation. Write resume in con- 
~ cae to BOX 752, Please state when avail- 
able. 





TIN CAN SALESMAN WANTED 
Wonderful Opportunity for man with 
following in the Petroleum Field, 

Apply by letter only 


FEIN’S TIN CAN CO., INC, 
50th Street and Ist Avenue 
Brooklyn 32, N, Y¥. 








An advertisement in NPN’s 
Classified Section will bring 
you quick, effective results 
at low cost. 


NATIONAL PETROLEUM NEWS 
1213 W. Third St., Cleveland 13, Ohio 


WRITE TODAY 








For Sale 








SPRING TANK SALE 


Sirigle Axle Trailers—New Paint——-10 x 20 tires 





S332 
RER8R2 


Tandem Axle Trailers—new Paini—10 x 20 tires 


4-Compt Frazier 





1 . Fruehout ; 
3-Compt. Std St. Wrks, DBH 22" Em. . $5250.00 
5-Compt. Std St. Wrks. SHB 3” Em. vol 1949 . $3750.00 
Write Wire Call, these are excellent tanks. Hiland 1385 


BRUCE E. HACKETT COMPANY 


621 West 58 St. Kansas City, Mo. 





Be8eeeeeee 














PUERTO RICO WATER RESOURCES AUTHORITY 
SAN JUAN, PUERTO RICO 


INVITATION FOR BIDS 


FURNISHING OF FUEL OIL FOR THE SAN JUAN AND 
SANTURCE STEAM PLANTS, LOCATED AT PUERTO 
NUEVO AND SANTURCE, RESPECTIVELY, 

SAN JUAN, PUERTO RICO 


The Puerto Rico Water Resources Authority will receive sealed 
proposals for the furnishing of fuel oil for the total requirements of 
its San Juan and Santurce Steam Plants, located at Puerto Nuevo 
and Santurce, respectively, in the Municipality of San Juan, Puerto 
Rico, for the period from July 1, 1953 to June 30, 1963. The average 
requirement for the period from July 1, 1953 to June 30, 1954 of these 
two plants is estimated at 1,150,000 barrels and will presumably in- 
crease over the 10 year term of the contract to possibly twice that 
amount. Point of delivery of the fuel oil shall be at the San Juan 
Steam Plant site, Puerto Nuevo, either at the bulkhead adjacent 
thereto for water deliveries, or at an agreed upon point on the site 
for land deliveries. 


Instructions to bidders, special conditions, specifications, and any 
other information regarding this invitation, may be procured from 
the Purchasing Officer of the Puerto Rico Water Resources Author- 
ity, Credito y Ahorro Building, Stop 17, Ponce de Leon Avenue, San- 
turce, Puerto Rico. 


Bids will be received hy the Purchasing Officer of the Authority 
at the above address until 2:00 P. M., April 1, 1953 at which time and 
place bids will be publicly opened. Each bid must be accompanied by 
a bid bond in the form of a certified check or bond by a qualified 
surety company authorized to do business in Puerto Rico in the 
amount of $300,000.00 payable to the order of the Puerto Rico Water 
Resources Authority. 


The Puerto Ricco Water Resources Authority reserves the right to 
waive any informality in bids and to accept any bid or to reject any 
or all bids, and to award the contract upon the conditions found most 
favorable to the Authority. 

CARL A. BOCK 
Acting Executive Director 








MARCH 11, 1953 











CRUDE OIL PRICES 


Prices in $ per bbl. of 42 U. S. gals. at the well, except Canadian crude prices as noted. 





Mid-Continent, Texas, New Mexico, Louisiana, Arkansas, Rocky Mountain and Other Fields 














B Cc D F G H a J K M N 0 P Q R s T 
ah A, Be Rar I a Sea eco! vometes We ease eet le Oa aie nee iowa eas ve 
hie <hene Alan? eke REN Tee p 1.69 reas "e ove axe <i reas pe ae 
wate 2. acta ky nig a ae cs ape Vite hr ars ° {Pa SGimedcr ga Td aCe Auine oe 
PS OPES TEE Ie OLN NERS TOL "SRR Pee SA Ay “4 acc fer ius ee S 
2.25 2.10 2:16 2:46 2.38 2.48 2.43 2.53 1.95 2.19 2.21 2.28 2.33 1.81 .... 2.05 aes 
2.27 2.12 2.18 2.48 2.40 2.50 2.45 2.55 1.97 2.21 2.23 2.30 2.35 1.83 .... 2.07 1.58 
sakp = kee a OO , TRA CD eters ges cose ee Se eee Be oes Leas D3 YS 
2.20 2.14 2.20 2.50 2.42 2.62 2.47 2.57 1.99 2.23 2.25 2.32 2.37 1.85 .... 2.09 1.64 
231 2.16 2.22 2.52 2.44 2.54 2.49 2.59 2.01 2.25 2.27 2.34 2.39 1.87 .... 2.11 1.70 
2:33 2.18 2.24 2.54 2.46 2.56 2.51 2.61 2.03 2.27 2.29 2.36 2.41 1.89 .... 2.13 1.76 
lead Oa 2 aeen TE alee eee | ee wees} eee i aS YO ere és nip 
2-28 2.20 2.38 2.56 2.48 2.58 2.53 2.63 2.05 2.2 2.31 2.388 2.43 1.91 ..-. 2.15 1.63 
2°37 2:22 2:28 2158 21550 2°60 2555 2.65 2107 2°31 2:33 2:40 2:45 1:93 ©... 2:17 1.88 
2:39 2.24 2.30 2.60 2.52 2.62 2.57 2.67 2.09 2.33 2.35 2.42 2.47 1.95 .... 2.19 1.94 
2.41 2.26 2.32 2.62 2.54 2.64 (2.59 2.69 2.11 2.35 2.37 2.44 2.49 1.97 .... 2.212 1.99 
2.43 3.38 2.34 3.66 2.56 2.66 2.61 2.71 2.13 2.37 2.39 2.46 2.51 1.99 ais 2.23 2.04 
2:45 2:30 2:36 2.86 2:58 2.68 2-63 2:73 2-15 2:39 2.41 2:48 2:53 2.01 2:50 2.25 2.09 
2.47 2.32 2.38 2.68 2.60 2.70 2.65 2.75 2.17 2.41 2.43 2.50 2.55 s"as 2.525 2.27 2.14 
2:49 2:34 3.40 2:70 2162 2:72 2167 2:77 2519 2:43 2:45 2:52 2:57 «... 255 2.29 2.19 
2.51 2.36 2.42 2.72 2.64 2.74 2.69 2.79 res 2.45 2.47 2.54 2.50 2.575 2.31 2.23 
2°53 2.388 2.44 2.74 2.66 2:76 2.71 2.81 .:.. 2:47 2:49 2.56 2.61 2.60 2.33 2.27 
2.55 2.40 2.46 3.78 2.68 3.73 2.73 2.83 2.49 2.51 2.58 2.63 2.625 2.35 2.31 
2.57 2.42 2.48 2:78 2:70 2.80 2.75 2.85 251 2.53 2.60 2.65 2°65 2.387 2.35 
2.59 2.44 2.50 2.80 2.72 2.82 2.77 2.87 2.53 2.55 2.62 2.67 2.675 2.39 2.39 
2.61 2.46 2.62 2.82 2.74 2.84 2.79 2.89 2.55 2.57 2.64 2.69 2.70 2.41 2.41 
2.68 2.48 2.54 2.84 2.76 2.86 2.81 2.91 2.57 2.59 2.66 2.71 2.725 2.43 2.43 
2.65 2.50 2.56 2.86 2.78 2.88 2.83 2.93 2.59 2.61 2.68 2.73 2.75 2.45 2.45 
2.67 2.52 2.58 2.88 2.80 2.90 2.85 2.95 2.61 2.638 2.70 2.7 2.775 2.47 2.47 

Prices generally were effective as of 7 a.m., Gulf Coast Tomball (Humble, Magnolia, Stanolind) 2.83 
Dec. 6, 1947, except as noted. Prices are (Retugio & Others) Van (Humble, Pure) .......-..+++00++> 2.48 
shown by general areas, Details of fields Willamar (Pan American, 8-1-50) ...... 2.40 
wate each yo ay my to sched- Schedule H: Atlantic, Humble, Republic, Sin- Yates (Guif, Humble, Shell) .......... 35 

as shown, of excep- clair, Phillips, 3-1-49. Zoborski (Humble) .:..........+ese0eee 2.54 

hen noted will be furnished on request 

F 0 OMA Gulf Coast New Mexico (Sour) 
Schedule A: Carter, Continental, Gulf, Mag- m 
nolia, et ps, Shell’ Sinclair, Stinolind’ 0. rE. opr Heavy & Others) Ssbetate @ Aine, Clee, a 
Texas Co.; Pure fof all fields except Keyes. ): Humble 7-8-49, ee, Te - Sinclair, Stanolind, 
Schedule D: Pure (12-12-49) for Keyes Field. : ee 


KANSAS 
Schedule A: Carter, Continental, Gulf, Phil- 
lips, Pure, Shell, Sinclair, Stanolind 0. P., 
Texas C 
COLORADO 
hedule A: Continental 3-1-53, Phillips 3-1-49, 
Stanolind, Texas Co. 


NEBRASKA 
Schedule A: Pure (1-22-53) for all fields. 


North-North Central 
Schedule A: Continental, Gulf, Magnolia, Sin- 


clair, Stanolind, Texas Co. 


East Central 
Schedule B: Humble, Sinclair. 


West Central 
Schedule A: Humble. 


Panhandle 
en: A: Gulf, H 
- umble, Magnolia, Phillips, 


East Texas 
$2.65 Flat Price: Atlantic, Gulf, Humble, Mag- 
my Phillips, Shell, Sinclair, ‘Stanolind, Tex- 


West Texas (Sweet) 
Schedule A: Atlantic, Gulf, ee Magnolia, 
Phillips, Shell, Sinclair, Texas Co 


» 
mble, Magnolia, 


West Texas 
Schedule D: Atlantic, Suit 
puilline ‘Shell, Sin- 


Pan American 8-10-51 
clair, Stanolind, Texas Co. 


West Texas 
Schedule ©: Atlantic, - aug, Stumble, Magno 
Phillips, Shell, 8 , Stanolind, Texas 7 


Gee Soe Area) 
Sehedule A: out. a Pan American, 
Stanolind, Sun, 

(Lew Cold Test) 
Schedule F (24-30 ity): Humble 7-8-49, 
Stanolind 0.G. & Texas Co 7-12-49, Sun 7-13- 
49, Stanolind 0, P. 7-14-49. 


(Hastings & Others) 
Schedule F Atlantic, Gulf 
7-11-49, le, Pan American, Republic, 
Sinclair, Sun, Stanolind 0.G., Texas Co 


Schedule G: f~, Humble, ,. Pan 
American, Pnmipe 2-1-51, Sinclair, Sun, Texas 


a4 





Schedule (24-29 gravity 
vate . 11-49, Sinclair 7-14-49, Texas Co. 


Gulf Coast 
(Heyser & Others) 
(20-40 gravity): Continental, 


Schedule I 
ae oe. Pan American, Repubiic; 


Hum- 
Sun 


Gulf Coast 
(Kelsey & Others) 
Schedule J: Humble, Sun. 
Texas Miscellaneous 
Agua. Dulce (Republic) ............-++- 2.8 
Aransas (Atlan > sgtpey “above *:.: ‘Scheatle P 
Bazette ( or sm 2.65 














Schedule K 
Cayuga co (P: Am, 3-1 scooee 26S 
Chapel Hill, Below 50 (Sinclair) ...... 2.58 
Chapel & Above (Sinclair) 2.65 
Charlotte (Hum cebecdvccvceed eB 
Clarke (CHBMMEDEO) ocscscc cccccescvecsece 2.54 
Clay Creek se Bre cereegstsesee 2.40 
Cleveland & N. (Shell, "1-1-49) o* - 2.63 
Conroe (Humble, Texaco) ....... 2.83 
Darst ge (Humble. "Ma olla, Texaco) 2.54 
Ba Re Am, 4-1-5 bes *2*': —— Ss 
Pan reer ule 
Gist, 35 & above (Atlantic, 5-1-50) .... 2.75 
8-23-49) so 200 
b duces Schedule K 
ocd lwdewieipn 0b.0d et chabe 2.54 
Dee cccesecccoss Schedule B 
Scapvan pean eee 54 
oS0 ce vescocere 83 
Dl csnaneeh desk 75 
low gravity (Magnolia) 45 
hi, gravity (Magnolia) 2.57 
( )  ‘Sccencoese 2.57 
kd obncteeseedse ges 2.54 
1-1-50) ...... Schedule K 
Ceetevcroscoes hedule B 
1-1-50). ..Schedule K 
4-1-52)....Schedule K 
2.83 
-. 2.80 
ree © | 
- Schedule N 
41-52). - Schedule K 
eet ew aeenee os ses - Schedule B 
Ford & Sub-Clarksville 
1-50) *57as wee Schedule K 
Am, -49).... 2.62 
, 4-25-49) .Schedule K 
O.P., 50) ccoe TO 
cessconves le K 
Sepak radeneds +.» 235 
BD nabwandanaee +» 2.54 








New Mexico é (intermediate) 
Schedule D: Continental 3-1-53, Humble, Mag- 
nolia, Phillips, Shell, Sinclair, Texas Co. 

PENNSYLVANIA GRADE 

(Feb. 16, 1953) 








All Y. (Seep, Tide Water).... $4.40 
B ford, ® eee. bees hassel 4.40 
Buckeye, Ohio (Seep) .....«.««+- eeve 3.91 
Eureka, W. Va. Pure,” Seep) 3.91 
Middle Penn. District (Seep) ‘ 4.40 
Southwest Penn, (Seep 3.97 
Zanesville, Ohio (Ashland) powsede seuss 3.20 


MICHIGAN 


(Only the lowest and highest postings in price 
schedule of each company are shown below; 
complete schedules may be obtained on request 
to NPN) 


Bay 
Keams (Heavy) & Deep River (8-1-50) $2.62 


Buckeye (11-1-49) & Bentley (2-1-50). 2.75 
ar pated 

pe hh: APPT Cer rr 2.44 

Fork & Sener TITAS 2 ccccccesveccecs 2.80 
Pure 

Adams & Deep River (8-1-50) ...... 62 

Coldwater & other fields (7-1-49) .... 2.80 
Simrall—6-24-49: 

Montmorency ....-. ss sececeeceeveces 2.31 

Barryton- “sun Denslow  ....-csceevees 2.94 
Sohio—6-30-49 : 

OROD < cdcc cs bse epee ec eseccccsenocces 2.61 

Coldwater & Isabella .....-sseceees 2.80 


ILLINOIS-INDIANA-KENTUCKY-OHIO 


mo Green, Ky. (Owensboro-Ashland, a 
MEME oc ccdsorcedusesngds 65 6teacases . 
mg eee Ky., (Owensboro-Ashiand, 


Corning, O. (Seep, 5-6-49) 2.70 
Eastern Illinois tonto, Oil) lc below Schedule F 
Hitesville, Ky. & Others (Carter) .. 2.77 
Illinois Basin (Ashland O. & R., Guif, 
Magnolia, Ohio Oil, Shell, Sohio, Tex- 








pahbeb cess eee 04nd ogsepts 2.77 
Ashland 0. & R., Sohio) 277 
©. Ohio, 5-1-49) ......- - 240 
CAFtET) cccceceeccereees 2.77 

Ds ecbs ce thecceces 2.77 
(Ohio Oil, 7-1-49) 2.44 


Ky. (Ashland 0. & T) 
Ky. (Ashiand 0. & T.) 283 
GUEMAGS  cncchsexesae EE 
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Prices in $ per bbl. of 42 U. 8. gals. at the well, except Canadian crude prices as noted. 


CRUDE OIL PRICES 





LOUISIANA-ARKANSAS 
Arkansas — 


(Mi lia-Limest & Others) 
Schedule M: Arkansas Fuel, Esso Standard. 
N. Loui Sweet 
) 


(Homer 
— N: Arkansas Fuel, Gulf, Esso Stand- 








. (Atlantic 5-1-50) 2.75 
Cotton Valley, La. Crude (Esso Standard) 2.70 
—- Valley, La. Dist. (Esso Stand- 
ce) bik Kee Cec cccccscopeub acess 2.85 


) 
Creole (Pure 
(Ark. Fuel 1-i- -51) ‘ 
(Ar- 


WYOMING 
Big a" Draw Condensate (Sinclair, » 


Byron ‘eGhile Git 
Elk Basin t'& “Oth 
=, Ohio Oil, Sinclair, Stanolind, 


Texac pea A 
Elk Basin Heavy & 


Others (Cogeer = 
49; Ohio Oil, Stanolind 5- 16-09) Schedule 7 


N. Louisi Ark Sweet 
(Caddo & Others) e Smackover Lime G 1-53 
Schedule A: Arkansas Fuel, Gulf, Magnolia, ka ait 2.70 Gacmes (ones On, * 12-40). 
Esso Standard, Stanolind . +e Hidden, Dome mnie Oil, 3-1-53) 
ule Creek ( er) 
Northeast Oregon Basin (Ohio Oil, 3-i-53) ..:...: 
(Delhi & con t } 


Others) Oregon Basin (Texaco, 1-13-50) 
Schedule A: Esso Standard, Stanolind, Sun. & Others (Sinclair) 


Central Louisiana La. (Ark. Fuel 1-1-51 
(Holly Ridge & Others) Ville Platte, La, (Continental) .... 
Schedule 0: Esso Standard, Stanolind. ; Mermenteau, La. (Continental) 
Central Louisiana 


(Oia & Others) 
Schedule P: Arkansas Fuel, Esso Standard. 


CANADIAN FIELDS 
(Postings of Imperial Oil Ltd, Prices are in 
Canadian dollars per bbl. of 35 Imp. gals.) 
a ew Plain, D-2 & D3 zones 
(12-21-52) . . $2.365 
Lower Cretaceous “Zone (12-21-52). 245 
ma/Camrose, Viking Zone (1-1- 53) 
Pa Cretaceous Zone 
Big Valley, D-2 & D-3 Zones (12-21-52) 
Bothwell (5-1-52) 
Duhamel, D-2 & D-3 Zones (23-21-62) 
Excelsior, D-2 Ree (12-21-52 
Fenn, D-2 & D-3 Zones (12- 21- 52). 
Glenco (5-1-52) 
Golden Spike, b- 2 & D-3 Zones 
(12-21-52) 
Joseph Lake, Viking Zone (1-1-53).... 
Leduc-Calmar (10-15-52) 
Malmo: 
D-2 & Lower Cretaceous — 
e a-2i- -52) chen oe de case 
D-2 Zone 2 (12-21- S23) .. 
D-3 Zone (12-21-52) .. 
Oil Springs (5-1-52) .... 
Petrolia (5-1-52) ... 
Redwater (40-15-52 
Wizard Lake, D-3 "gone (4-23-52) 
Woodbend (10-15-52 52) 4 
Turner Valley Crude (1-11-53): Prices, FOB 
producers’ tankage, begin with 33-33.9 grav- 
ity at $2.765 with 2c differential per degree 
of gravity to 64 & over at $3.385. 


MISSISSIPPI 
Baxterville crude (Gulf 2-5-52) 
Baxterville cond. (Gulf 
Carthage Pt. cond.(Esso Standard, Pure) = 83 
Church Hill and Others (Esso Standard, 
4-3-52) Schedule A 
= & Others (Esso Standard 4-27- 


Fayette & Others (Esso Standard). 
Coastal Loui Fayette Sweet cond. 

(Hackberry & Others) Supe sae. ba ~ Standard) 
Schedule P: Gulf 2-4-50, St lind 2- er 
2-3-50. ee, — om Tinsley (Sohio, '2-1-50) 1¢ above. 


Schedule P Co: ine * oa 

3 int a Gulf, M 

American, Pure, Shel inl Magnolia, P Stano- 
lind, Texas Co, 


"Schedule 4 
Coastal Louisiana 
- a Cold Test) 
Schedul ( Gravi Pan qentiaat 
T- 13-49, Shell 7-25-49, gun Yi 13-49, 


7-12-49 
South Louisiana 
(Westwego & Others) 
Schedule ©: Esso Standard, Stanolind. 


LOUISIANA-ARKANSAS MISCELLANEOUS 
Arkansas Limestone Condensate: Heavy & Others (Carter 
Calhoun, Columbia, Dorcheat-Mace- ; Ohio Oil, Stanolind -s- 
donia & McKamie (Esso Standard) $2.80 49) Schedule T | 
Arkansas Sandstone Condensate: Kevin-Sunburst (Texaco, Phillips). ‘Schedule | 
Dorcheat-Macedonia (Esso Standard). $2.85 Pondera (Phillips) edule R 


MONTANA 


Brady (Phillips) -. $2.70 
Texas Co., Cat Creek (Continental 5-1-50) ett 
pene Bank (Carter; Phillips) . 

Cu (Texaco) 

Darling MCarter) 

Dry Creek (Ohio Olly 

Elk Basin Light & Others (Ohio “on 

2 Stanolind) Schedule A 











CALIFORNIA 
S. O. Cailifornia prices effective Feb. 16, 1953. All gravities above those quoted take highest price offered for the field specified. 
SCHEDULE 1 
Gravity . 5 10 ll 12 13 4 
42 
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Schedule 

as Soaves pong ae en) 31 
then: pegeowmnns al s (Stevens Area 

Brea-Olinda ; El indo ae) 4 3 


Schedule 
og -Anaheim Sugar Seal Beach . 21 
6 Signal Hill (Long Beach) 18 
sounee bales Than 25 
Anaheim Sugar Area. 
Pleasant Valley 


Santa Fe Springs 


Santa Maria Valley ... Wilmington 
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GASOLINE STOCKS 





























DISTILLATE—KEROSINE STOCKS COMBINED 
































160 
140-- 140- 
120+ 120 ¢ 
nw “ 
am 1004 @ 1004 
a x 
i. 4 a 
4 qd 
o © 
a 80+ x 804 
° ° 
2 6 2 60 
oo Be 
— — 
= = 
= w+ = 404 
204» 204 
0- 04 
1949 1950 1951 1952 | DEC. JAN. FEb. 1949 1950 1951 1952 | DEC. JAN. FEB. 
FEBRUARY 1952 1953 FEBRUARY 1952 1953 
Gasoline Stocks Distillate and Kerosine Stocks Combined 
East of Rockies West of Rockies East of Rockies West of Rockies 
Bbis. Bbis. Bis. Bois, 
1949 (Feb. 28) . .. 110,754,000 15,300,000 1949 (Feb. 28) . 65,705,000 , 7,185,000 
1950 (Feb. 28) .. 111,842,000 20,954,000 1950 (Feb. 28) 57,489,000 10,843,000 
1951 (Feb. 28) ... 121,270,000 16,939,000 1951 (Feb. 28) ........ 51,109,000 9,245,000 
1952 (Feb. 29) .. 135,889,000 16,023,000 1952 (Feb, 29) 67,348,000 6,551,000 
1953 (Feb. 28) . .. 141,096,000 16,282,000 1953 (Feb. 28) ...... 78,980,000 9,595,000 
1953 (Jan. 31) . 132,883,000 16,560,000 1953 (Jan, 31) 94,432,000 * 11,008,000 
1952 (Dec. 31) ... 121,068,000 14,960,000 1952 (Dec. 31) ........ 114,812,000 11,612,000 
RESIDUAL STOCKS CRUDE OIL STOCKS 
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1949 1950 1951 1952 | DEC JAN. FEB 1949 1950 1951 1952 | DEC. JAN. FEB. 
FEBRUARY 1952 1953 FEBRUARY 1952 1953 
Residual Stocks Crude Oil Stocks 
East of Rockies West of Rockies East of Rockies* West of Rockies 
Bbis. Bbis, Bbis. Bbis. 
1949 (Feb. 28) ........ 34,222,000 25,176,000 1949 (Feb. 28) . . 231,442,000 33,774,000 
1950 (Feb. 28) 22,034,000 25,794,000 1950 (Feb. 28) ........ 206,470,000 37,280,000 
1951 (Feb. 28) ........ 20,593,000 17,675,000 1951 (Feb. 28) ........ 206,349,000 30,459,000 
1952 (Feb. 29) 27,024,000 11,271,000 1952 (Feb. 29) ms . A 30,700,000 
1953 (Feb. 28) ........ 27,578,000 16,854,000 1953 (Feb. 28) . .. 241,418,000 32,705,000 
1953 (Jan. 31) ........ 29,281,000 17,075,000 1953 (Jan. 31) ........ 237,533,000 33,108,000 
1952 (Dec. 31) 30,777,000 17,929,000 1952 (Dec. 31) .... 239,726,000 32,202,000 
*Includes foreign. 
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Crude Runs to Stills 
East of Rockies 


RUNS TO STILLS—CRUDE PRODUCTION 
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Crude Oil Production 
East of Rockies 
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1952 5,642,100 


MILLIONS OF BARRELS DAILY 


(Figures used for charts and tables are from Bureau of 
Mines report for 1949-December, 1952. The figures for 
January and February, 1953 are frcm API weekly 
statistics—figures used are for date nearest to end of 
month and will be revised as Bureau of Mines reports be- 
come available, Stocks figures for 1953 are on new basis 
a due to transfers and additions of stocks in new facilities.) 
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Gasoline Consumption by States October 1952+ 


(American Petroleum Institute Figures) 
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OPERATING STATEMENT 


Jobber's Success 


By CHARLES BOYD, Jr. 
NPN Staff Writer 


Secure the proper tools to operate 
a business successfully—then use 
them. That’s the practice that has 
paid off for Robert E. Bryan, Amer- 
ican Oil Co. jobber at Goldsboro, N. C. 
He is a good example of how careful 
attention to cost analysis, efficient 
management and sales reports make 
for a successful oil jobbership. 


In one specially-prepared drawer 
of his desk, Mr. Bryan has available 
monthly profit and loss statements, 
annual audited statements, semi- 
monthly sales reports and a complete 
product inventory report each day 
which permits quick detection of 
faulty meters, leaks and other prod- 
uct loss causes. 

By studying his profit and loss 
statements at the end of each month, 
Mr. Bryan can tell how efficient his 


operations are, and can take steps 
NERVE CENTER of Bryan Oil Co. is the private office of Robert E. Bryan, who is to correct faulty business practices 


shown here talking on the phone. Also shown is the operating statement used to before they become too serious. 
give a complete analysis of income and expenses. Financial statement is on other The semi-monthly sales reports give 
side of this form (see p. 49) him detailed figures on his volume of 














LOADING of tank trucks at Bryan Oil Co.’s bulk plant is by gravity. Equipment is painted about once a year. Note that 
Bryan name appears prominently on trucks and tanks 
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Built on Records 


business, and a study of them shows 
him where he is weak or strong. 

At the same time, this company’s 
business report system has been set 
up on a comparatively simple basis 
which does not require too much 
clerical time. One thing stands out 
—Mr. Bryan does not regret any of 
the expense involved in keeping rec- 
ords up to date. Some of the business 
report forms are illustrated in this 
article. 

Oil Jobber Bryan heads up four 
companies— 

Bryan Oil Co., Goldsboro, N.C., of 
which he is president and sole owner; 

Bryan-Smith Oil Co., Fayetteville, 
N. C., of which he is president and 
owns controlling interest; 

Bragg Oil Co., Fort Bragg, N.C, 
in which he is president and has con- 
trolling interest; 

Truck'Otel Corp., on U.S. Highway 
301 just north of Fayetteville, in 
which he has controlling interest and 
is president. 

In addition he is president and has a 
50% interest in*the Bryan-Edmonson 
Tractor Co., Goldsboro, and is pres- 
ident of a newly-formed company 
which has under construction a 600,- 
000-bbl. terminal at Morehead City, 
N. C., and will be operated for the 
U. S. government on a lease arrange- 
ment. 

The total volume of oil products— 
gasoline, kerosine, fuel oil and Diesel 
fuel—__sold by the four oil marketing 
companies amounts to more than 10 
million gals. yearly. 


Commercial Accounts — A large 
amount of this business consists of 
commercial consumer accounts. Mr. 
Bryan has cultivated oil product sales 
to construction contractors of all 
types. Besides Diesel fuel and gaso- 
line, there accounts buy lubricants 
and specialty oils for equipment. On 





The Cover 


Top picture on this week’s 
cover shows the station, office 
and tank truck loading rack 
(back of building) of the Bragg 
Oil Co., Fort Bragg, N. C. 

Middle photo shows a large 
truck-stop station at Fayette- 
ville, N. C., known as Truck’ 
Otel Corp. 

Bottom photograph is air 
view of Bryan Oil Co., Golds- 
boro, N. C. Office is at left, 
bulk plant is in center and 
warehouse at right. 

All facilities are controlled by 
Oil Jobber Robert E. Bryan. 
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FINANCIAL STATEMENT 





ASSETS 





CURRENT: 
Cash 


DEFERRED 
Notes Rec. due byd. 1 Yr. 















INVESTMENTS: 


ee ee 















FINANCIAL STATEMENT gives Jobber Bryan the complete picture of his net 
income including summary of assets and Liabilities 


a single con=truction project, 250,000 
gals. of lubricating o.ls and a like 
amount of grease were sold in a year. 


Mr. Bryan began his oil career in 
1929 a> an operating agent for The 
Texas Co., distributing at Goldsboro. 
In 1932 he became a commicsion 
agent for American Oil. It was 
“rough going” until 1933 when he 
got a contract for supply:ng 2,000 
gals. daily, of products for several 
months to a con:truction company 
doing a big road job. This business 
gave him a start. 

It is intere-ting to note that Mr. 
Bryan’s commission distributorships 
supplied all the oil products for the 


DEFERRED: 
Notes Pay. due beyond | Yr 


Previous 


1952 Income 
Reserve for Bad Accts. 


CAPITAL STOCK PAID-IN 


PERSONAL WITHDRAWALS 







LIABILITIES 










Year 
Year 


Reserves 


t 


conctruction of Fort Bragg, N. C., 
and Seymour Johnson Field, N. C. 
A portion of the oil products used 
by the government at these bases 
also was cupplied. 

Mr. Bryan decided to become an 
oil jobber in 1948 and continues to 
handle Amoco o!] products and TBA 
line. 

Bryan Oil Co. is a complete jobber 
organization in the Goldsboro area 
and is supplied by its own transports 
from the American Oi] terminal at 
Wilmington, 85 miles distant. 

This company has 75,000 gals. of 
storage for gasoline, No. 2 fuel oil, 
Diezel fuel and kerosine. All distil- 
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DIVERSIFIED JOBBER OPERATION 








LARGE-VOLUME service station of Bragg Oil Co., operated by Oil Jobber Bryan, also has a tank truck loading rack for fuel 
oil at rear (see photo below). This station is located in the heart of a private residential and shopping center of Fort Bragg and 
a large part of its customers are military personnel 





Aor Fe 


LOADING RACK for fuel oil tank trucks is located at the rear of the Bragg Oil 


Co.'s station on Fort Bragg. From here a housing project is supplied with fuel oil. 
Note the trailer unit in front of the rack. From this unit fuel oil is pumped from 
transports and metered into the large apartment tanks 


lates are filtered and metered into 
tank trucks by gravity flow from 
storage tanks. 


Transportation—Three tank trucks 
of 1,320, 1,060 and 950 gals. each, 
one pickup truck, and one flat-bed 
truck for a pump and tank me- 
chanic make up the transportation 
complement. Also a van trailer is 
used to haul packaged lubricants 
from Amoco’s Curtis Bay terminal— 
375 miles every 10 days. 

The van unit, two additional trac- 
tors and tank trailers are operated 
by Truck’Otel Corp. because of the 
desire to place the big accident liabil- 
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ity into one company. This opera- 
tion is run as a contract carrier haul- 
ing only for itself and the other 
companies controlled by Bryan. 


A warehouse for storing packaged 
oil and TBA is located next to the 
office and has a service station at the 
front which, like all of company’s 
stations, is dealer operated. 

Mr. Bryan insists on good house- 
keeping of his plants and equipment. 
Storage tanks and other equipment 
are painted once a year, and a con- 
tinuing inspection of equipment is 
made. Rubbish is not permitted to 
accumulate and adequate fire ex- 





tinguishing equipment is placed at 
strategic points. 

The Bryan-Smith Oil Co. also is a 
complete operation with a storage 
capacity of 75,000 gals. Operating 
in the: Fayetteville area, most of its 
supplies arrive by tank car, the bal- 
ance by a petroleum carrier company 
via truck transports. Otherwisre its 
operation is similar to Bryan Oil. 

This company operates seven tank 
trucks, one flat truck and one pickup. 
Bryan-Smith supplies dealers, farmers 
and contractors. 


Station on Base—Bragg Oil Co. en- 
joys a unique operation. Aside from 
the Army-operated PX service sta- 
tion, it has the only outlet on the 
huge Fort Bragg Military Reserva- 
tion. It is located in the midst of 
a privately operated housing project 
of 2,000 units—inc!uding 800 houses 





CONTROL of products is kept 
by means of several forms. Shown 
at top of next page is a commodity 
ledger which tells what oil prod- 
ucts were delivered to each dealer 
during each month. It also shows 
what equipment was installed. 
Ledger accommodates six months 
on each side of sheet. Inset is a 
tank truck loading ticket which is 
prepared by each driver. No al- 
terations of this form are per- 
mitted. Warehouse inventory 
shown at bottom of page gives a 
complete story on what was pur- 
chased, how much was sold and 
from whom -the product was pur- 
chased. A standard type of stock 
report (not shown) is used to con- 
trol bulk plant oil products inven- 
tories. 
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TRUCK STOP offers complete services to truckers. 
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Restaurant, beds, showers, icing, and information center are provided. The 


driveway is all concrete and has a huge expanse to enable easy access to any of the services 


and the rest apartments. Known as 
Mallonee Village, the project is on 
property leaced from the government. 
Bragg Oil supplies all the fuel oil 
to there housing units. 

A federa] highway pasces right in 
front of the station and of course 
this is used by the public as well as 
the Military. 

Gallonage of the station is about 
62,000 monthly plus a good volume 
of lubrication and waching service. 
It has two 6,000-gal. and one 10,000- 
gal. underground tanks for gasoline. 

Fuel oil alco is dicpensed from this 
station. Behind the ctation building 
is a complete fuel oil tank truck load- 
ing rack with two 10,000-gal. under- 
ground tanks for No. 2. From this 
rack two tank trucks supply the 800 
homes in the project. 

Apartment units are cerviced from 
a transport operating directly from 
American’s Wilmington terminal. A 
small, specially-built trailer has a 
emall gasoline engine, pump, reel and 
ticket-printing meter to unload the 
fuel oil. This auxiliary unit was built 
so it could be hooked onto any trans- 
port or tank truck regardless of 
whether it has a pump or a meter. 

A complete line of Amoco prod- 
ucts, including TBA and tire repair 
facilities are carried at the station. 


Service Is Answer—How does this 
outlet compete with the PX station 
which sells at a lower price? The 
only answer is SERVICE. Three men 
generally meet a car as it pulls in— 
one on the pump, one under the hood 
and one cleaning the windshield and 
meeting any other requirements. 

Truck’Otel is a complete one-stop 
station for trucks. 

Facilities are located on a lot with 
600 ft. road frontage by 350 ft. deep. 
Driveway is paved with concrete and 
ample parking space is provided. In 


fact the drive area is so spacious that 
it is difficult to keep clean, so a small 
mechanized street sweeper is being 
purchased. 

Among other features are: 

1. Ticket-printing meter pumps for 
gasoline and Diesel fuel for truck- 
ing companies who want this pro- 
tection which eliminates the possibil- 
ity of padded bills. 

2. Regular fact-service pumps de- 
signed especially for truck stops. 

3. New, $12,000, three-axle scales 
certified by North Carolina state 
Weights and Measures Department. 

4. Air-conditioned restaurant with 
Grade A rating. 


hot and cold water provided for 
chowers. 

6. Telephone and telegraph facil- 
ities available for truckers, with mes- 
sage> taken and relayed. 

7. Truck icing in block and snow 
form. 

8. Facilities for complete truck 
cervicing as well as tires, tubes and 
accessories. 

9. Clean restroom .facilities for 
white and colored drivers. 

10. Open 24 hours per day, 7 days 
per week. 

These facilities are leased to a 
dealer but one of the requirements in 
the lease provides for immediate 





5. Air-conditioned bunk rooms with eancellation if Mr. Bryan decides 
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cleanliness standards are not main- 
tained. One man is hired to keep 
the facilities spotlecs and this is his 
only duty. 

One way Mr. Bryan gets plenty of 
business for his truck-stop station is 
to call on truck brokers and oper- 
ators in other states. This permits 
him to do a good selling job and to 
let the trucking companies know that 
he has a serv.ce they need. Large 
billboards tell truckers several miles 
ahead that they are approaching the 
Truck’ Otel. 

The truck-stop station also enjoys 
a good volume in passenger car trade, 
and Mr. Bryan says many motorists 
fee] they will get good service at a 
place truckers patronize. 

How does Mr. Bryan keep up with 
these numerous operations? 


Closc Supervision—Mainly by ade- 
quate business records and personal 
supervision. Once each week, without 
fail, a day is devoted to going over 
all phase> of the operations of Bryan- 
Smith Oil, Bragg Oil and Truck’Otel 
Corp. with Eb. W. Smith who is a 
former major oil company man and 
who is secretary-treasurer and a 
stockholder in the three companies, 
and M. D. Leverett who is Mr. 
Smith’s assictant. 


Also helping Mr. Bryan is his as- 
sistant manager at Bryan Oil Co., 
B. J. Phifer, who cees that the oper- 
ating and financial data is always at 
hand and up-to-date, and that oper- 
ations go ahead smoothly when Mr. 
Bryan is absent. 

Hard work is another thing which 
keeps the business healthy. The usual 
work day is from 8 a.m. to 6 p.m. 
and sometimes it is longer. Plants 
operate five and one-half days per 
week. 

Mr. Bryan is constantly on™ the 
alert for changes in the areas in 
which he operates. These include 
conctruct:on projects, highway route 
change:, new housing projects which 
mean a population increase and 
others. 

However, he approaches any new 
developments with caution and does 
not rush any change> in operations 
due to new markets without a very 
careful study of all the facts. 


Looking Ahead—tIn the future he 
wants to improve and enlarge his 
bulk plants and increase his dealer 
business. Currently he has 85 dealers, 
73 commercial consumer accounts, 
150 farm gasoline consumer accounts, 
32 kerotine and fuel oil resale ac- 
counts other than dealers, 3,332 kero- 
sine and fuel oil heating accounts and 
616 tobacco barns being served. 

Mr. Bryan is a firm believer in the 
idea of jobbers meeting suppliers. 
He says he does not hesitate taking 
his problems to the top management 
of his supplier as well as the field 
forces when necessary. He empha- 
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sizes, however, that his relationship 
with his supplier is pleasant. 


In addition to running all his oil 


businesses, Mr. Bryan is active in 
civic and other business affairs. 


He is a director of the Citizens 


Building and Loan Assn. in Golds- 
boro, 
Chamber of Commerce, past head of 
the Community Chest, active in the 
Rotary Club, 
Wayne County, N. C., Board of Com- 
missioners, and takes part in other 
phases of civic, fraternal and reli- 
gious life of the community in which 
he lives. 


past president of Goldsboro 


former chairman of 


Mr. Bryan is married to the former 


PORCELAIN ENAMEL FOR YOUR 


Marjorie Lewis of Kinston, N. C., 
and they have one son 20; another 
18 and a daughter 11. 

He plans to train the boys to be- 
come oil jobbers as soon as they 
have finished college and service in 
the armed forces. 

Both boys are attending the Uni- 
versity of North Carolina where they 
are following in the footsteps of their 
father by taking business administra- 
tion. They are preparing for military 
service by taking the ROTC course. 
Their father graduated from the Uni- 
vercity of North Carolina in 1926 
with a BS degree in buciness admin- 
istration. 


SERVICE STATIONS 








of eucry excellent product 


Progressive and up-to-date in 


the manufacturing arts 


yet old fashioned enough 


to still believe that success 


comes through Sowiee to 


our customers! 


We would like to talk 
Porcelain Enamel with you 


please write us 


x 
Davidson. ENAMEL PRODUCTS, INC. 


1103 EAST KIBBY STREET, LIMA, OHIO 
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Fle 77? OIL PRICE HANDBOOK 
and OILMANAC FOR 1952! 


Complete PETROLEUM PRICES! FACTS! 


Platt’s OIL PRICE HANDBOOK and OILMANAC pro- 


vides finger-tip information for busy oil executives . . . 


marketers . . . buyers . . . sellers . . . company and 
association statisticians . . . research analysts . . . account- 
ants—in fact anyone who deals with oil prices in any 
way needs a copy to complete their 1953 business library. 


Platt’s OIL PRICE HANDBOOK and OILMANAC con- 
tains vital oil price information for the year of 1952, 
accurately reported and published in one, complete single- 
source package. You can find any oil price, any oil price 


change by turning to the appropriate die-cut marginal 
index . . . the low and high for any given day, the lows 


and the highs monthly and yearly averages for any given 
petroleum product. 


More complete than any of the 28 previous editions, the 
new Platt’s OIL PRICE HANDBOOK and OILMANAC 
will continue to sell at $15.00 per copy. It comes to you 
in a durable and attractive cover, case bound. This is a 
limited edition, so rush your order for your copy today ! 


Compiled and Published by 


Platt’s PRICE SERVICE, Inc. 
1213 West Third Street Cleveland 13, Ohio 
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Tips on Improving an Oil Jobber's Business 


The following article is based on observations by B. A. Brokaw, 
Deep Rock’s jobber operations specialist, who tours the Midwest mar- 
keting territory observing jobber practices. Mr. Brokaw’s remarks are 
the basis of a speech made by W. J. Carthaus, vice president of manu- 
facturing and distribution, Deep Rock Oil Corp., at the meeting Feb. 6 
of the Oklahoma Oil Jobbers Assn., in Oklahoma City. Mr. Brokaw’s 
chief function, Mr. Carthaus explained, is to help the jobber in any 
way he needs help and to show him methods of improving his opera- 


tion. 
* 


For a year and a half, our Jobber 
Operations Specialist, Burt Brokaw, 
has been traveling throughout the 
Middle West observing the opera- 
tions of oil jobbers. I think you will 
be interested in hearing some of the 
things which he believes independent 
jobbers must do to insure their fu- 
ture. 


Selling Is Number One—Number 
one is a fundamental of any business. 
That is selling. Most of us have 
enough friends so that if we sell all 
our friends we will enjoy, in the av- 
erage community, a fair amount of 
business. If we are content to have 
only a fair amount of business then 
we should continue to call on only 
our friends. But if we want a first 
class business, then we have to sell 
our products to people who, in the 
first instance, aren’t our friends, and 
to do this we have to go back to the 
original idea of merchandising a 
product by constant calls on people 
asking them to buy. It has been 
well establiched in the oil business 
that if a man in any community wil 
make at least three new contacts a 
day on the average, his business at 
the end of the year will show a good 
increase. 

Now three calls a day are not dif- 
ficult. In fact, they can be made in 
the coffee shop, in the post office, in 
the bank, in the grocery store, while 
out on the tank wagon stopping at a 
farm, stopping at the city clerk’s 
office—you name the rest. 

The question that probably occurs 
to you now, is that in a small com- 
munity you soon have asked every- 
body to buy. Unless they are all 
buying from you and you have all 
the business for yourself, you should 
continue to ask them to buy. If you 
don’t, somebody else will, because 
they have to have petroieum prod- 
ucts. 

Some years ago up in one of the 
northern states a major supplier, 
perhaps the major supplier in that 
area, had a service station that for 
a number of years had been classi- 
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Partial text of Mr. Carthaus’ speech follows. 


»* 


fied as a “dog”. A young fellow 
came to town, looked over the possi- 
bilities, and decided to lease this sta- 
tion, which he did. Against the bet- 
ter judgment of all those who were 
willing to give advice on the sub- 
ject, he started in business for him- 
self, 


But he wasn’t content to stand in 
the island and pump the gas to only 
those customers who came into his 
place of buciness. Every morning 
he made it a practice to make two 
calls asking people to buy. Each 
afternoon he would make two addi- 
tiona: stops arking for business, and 
in 18 months he built this station up 
from a “dog” to one of the finest 
service stations in this community of 
some 7,500 people. 


Because of his many contacts, he 
was soon asked to participate in 
community projects, to do soliciting 
for welfare funds, Red Cross, and 
other activities. He was even asked 
to participate in politics, and finally 
was elected to the city council. In- 
cidentally, it isfi’t recommended that 
you go overboard on all of these out- 
side activities, but it is a good idea 
to participate more than probably 
some of you do. It’s good for you 
personally, and it doesn’t hurt your 
business if you don’t devote too much 
of your time to it. In this particular 
case, this man became so involved 
and so impressed with his business 
that he stopped making these four 
new calls a day. He maintained his 
business for a few years, not iosing 
a great deal nor did he show any 
increase, 


During the process of building this 
station, he naturally had to take 
business from somebody else. Across 
the street one of his competitors had 
an excellent station. Now this sta- 
tion had fallen from a good gallon- 
age down into the “dog” classifica- 
tion, and it saw a succession of sta- 
tion operators that went in with high 
hopes, putting all of their money in 
the investment, and in most cases 
went out with barely the shirt on 


their back until a young man came 
to look the community over, decided, 
in spite of the fact that it was a 
place where in the wintertime the 
thermometer often goes to a minus 
40°, that he would like to iive there, 
and so he leased this second station. 
He went into this community not 
knowing a soul, but determined that 
he could get come business, and get 
some business he did by the simple 
expedient of going out and asking 
people to buy. 


The sequel to this story is the fact 
that both operators continued in 
business at the same location for a 
number of years with the second op- 
erator being a real success, and the 
first one finally sold his business be- 
cause it had deteriorated to a point 
where he was no longer ‘nterested. 
He had forgotten about asking people 
to buy. 


Housekeeping Important — Now 
this selling business involves more 
than just asking people to buy. It 
involves the suppiying of the com- 
modities that people need and sup- 
plying it in a method and in a man- 
ner that makes you stand out over 
and above your major competitor. It 
means that you should maintain 
clean, good-looking delivery equip- 
ment. Many jobbers keep asking 
their suppliers about putting up 
these 60-foot billboards on their 
highways or erecting the 24-sheet 
posters in their community and yet 
they have at their disposal one of 
the finest traveling billboards that 
money can buy, their own tank 
wagon. These same people would 
raise the roof with their supplier if 
he permitted his 60-foot billboard to 
be dirty, muddy, or unreadable, and 
they do jump up and down on the 
suppiier when one of the 24-sheet 
posters gets torn. Yet they main- 
tain sloppy, dirty traveling billboards 
with their own name on them with no 
thought of the effectiveness of such 
advertising. When you get home, 
take a look at your tank wagon 
everybody else does. 


We are all alike. We like to do 
businers with somebody who looks 
clean and neat. It gives us confi- 
dence in the people we are doing 
business with and in the product 
they handle, yet we see many tank 
wagon men calling on a customer 
unshaven, in greasy clothes, and 
careless in their general attitude to- 
wards the customer. These same 
peopie would really be provoked if 
their supplier sent such a character 
into the field to call on their cus- 
tomers. I don’t want to infer that 
you have to look like a Beau Brum- 
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mel. You can be clean and neat in 
a pair of overalls and a blue shirt. 


Clean Stations—Cleanliness is im- 
portant in your service stations too. 
Those of you who maintain service 
stations, put your wife in your car 
sometime and take her to one of 
your cervice stations and ask her to 
use the rectroom. You will find out 
soon enough whether that par‘icular 
outlet for your business is encourag- 
ing customers to come back. A re- 
cent survey of restrooms in service 
stations showed some 70% as not 
be'ng fit or desirable for uce, Now 
it is true that the maintenance of 
the res‘room is a littie bit difficult 
because of the kind of people we are 
doing business with. It is just the 
general public, but they feel that the 
restroom at a service station is dif- 
ferent and consequently they use it 
that way. 


If you were traveling, or if you 
were touring across the country, 
would you drive to a service station 
where the driveway was littered, 
and I mean littered, with tires, cans 
of oil, soft drink signs, dirty water 
buckets, or would you drive into a 
s‘ation where the drive was open 
and unobstructed? I am sure that 
you would pick the latter. The only 
people who regularly stop at a clut- 
tered service station are your friends 
or the people who are asking you for 
credit. You can make dicplays on 
the cervice station islands that are 
neat and yet do not obstruct the 
view. If you handle ten different 
sizes of tires, you don’t need them 
all on the island. If a man drives in, 
he is only going to ask for one size. 
He doesn’t use four different sizes 
on his car. Enoush display to let the 
cuctomer know that you have what 
he needs in the line of accessories is 
all you need on the island. 


When you'move from the island 
into the service station and the cus- 
tomer picks up a display box, do you 
have to walk over and give him a 
towel to wipe the dust off, or do you 
mainta‘n clean and neat displays of 
merchandise in your stations? How 
many of you would go into a store 
and buy canned goods if the dicplay 
1woked like 50% of the dicplays in 
service stations? Clean and order- 
ly display of merchandise is a major 
part of selling. 


Local Advertising—Another part 
of selling is advertising. Your sup- 
pliers make available to you various 
forms of advertising that could and 
should be uced to the fullest extent. 
For instance, the various envelope 
stuffers plugging lube oil, fuel oil, 
greases, or other commodities that 
you handle should be placed in each 
envelope for mailing with a state- 
ment, That, of course, assumes that 
you bill your customers on a reg- 
ular basis. The u-e of movie traii- 


ers in local communities is acknowl- 
edged to he one of the most effective 
advertising aids, and the cost is nom- 
inal. Newspaper advertising should 
also have its p:ace in every well con- 
ceived program. The use of promo- 
tional materials tied in to. various 
holiday periods has proved extreme- 
ly effective in customer attraction. 
If you do not feel that you can set 
up a program for your own needs 
based on one quarter of a cent per 
gallon, then you should consult your 
supplier or rome other qualified per- 
son who will assict you in laying out 
an effective program. 


Advertising at the 'ncal level is 
intened to pinpoint the fact that 
you are the man who supplies nar- 
ticular services in vour community. 
While nat‘onel advertising naturally 
he'ps you. it is still nece-sary to em- 
pha-ize the fact that you are the 
men who handles the products lo- 
eallv. Regardless of how much ad- 
vertising your cupplier does, you 
need to supp'ement it with your own 
local advertising. 


Bulk Plants—The next step in in- 
suring your future as an ‘ndenend- 
ent jobber would be a critical eox- 
amination of your bulk plant facili- 
ties. For too many vears, too many 
people have assumed the ‘act that 
because they have s‘eel tanks with 
pipes in which they store their pe- 
troleum products means that it needs 
little attention except maybe a coat 
of aluminum paint to keep it from 
rusting. Ac‘*ually, the theory of us- 
ing aluminum paint has been re- 


* placed by a factual study that has 


disclosed that the use of one of the 
new self-cleaning white paints wil 
cut down evaporation losses substan- 
tially. A self-cleaning white paint 
properly appcied will not only cut 
down evaporation lo~ses, but it will 
afford a smart look'ng locat'on on 
which you can do some adverticing. 
Self-cleaning white paint will also 
stand the rigors of weather as well 
as or better than aluminum, In con- 
nection with evaporation losses, it 
should be pointed out that the ma- 
terial that evaporates, the light ends 
of gasoline, contains the components 
that determ‘ne the gasoline’s octane 
rating. In fact, the evaporation that 
occurs in bulk plants and in han- 
dling gacoline can reduce it as much 
as two octane numbers if care is not 
taken. 


If your plant does not have con- 
servation vent valves, serious con- 
sideration chould be given to their 
instalation. These valves will not 
only cut down evaporation losses, but 
if equipped with a fire screen will 
materially reduce fire hazard. 


Your storage tanks are storing 
your dollars for you. If any of the 
dollars in your storage tank are 
spilled, it is difficult to pick them 


up. Every effort should be made to 
determine that you are not losing 
them. 

Another device that should be con- 
sidered is the externally instalied 
safety valve to control the flow from 
your storage tanks. This valve 
placed in the outlet from your stor- 
age tanks when eauipped with a 
fusible link will further reduce fire 
hazards. 


A periodic examination of all 
valves and piping should be made 
to determine that you have no leaks 
whatsoever. 

Now some of vou may wonder why 
we talk about this equipment when 
we are talking about the future ut 
the independent jobber. It is a 
simple fact that a bu‘k plant fire will 
wipe out a substantial number of in- 
dependent jobber>, and may burden 
them with lawsuits and judements 
that will prevent them from ever 
again becoming an independent busi- 
nessman in any line of buciness. 


The ure of a rubber hose extension 
on your loading line to drop this 
line within about four inches of the 
bottom of your tank wagon will per- 
mit you to take advantage of the 
savines that occur through sub-sur- 
face loading. There aren’t any of 
us who haven’t obcerved the vapors 
pouring off a tank wagon that is be- 
ing loaded with the loading line stuck 
just over the top of the hatch. These 
vapors contain oc‘ane numbers and 
are also your dollars flying away. 


Routing Deliveries—On the sub- 
ject of tank wagons, serious consid- 
eration should be given by you to 
the subject of routing your bu‘k de- 
liveries. Your territory can be laid 
out on a map, spotting your cu-tom- 
ers on the map with colored pencils, 
thereby permitting vou to visualize 
the area in which you operate. After 
this is done, a plan can be worked 
out to efficiently cerve these cus- 
tomers much on the order of the 
“keep filled” system. This, of course, 
may necessitate your customers us- 
ing larger storage in order to effec- 
tively work such a plan, but where 
it has been tried it is found that 
they are generally anxious and will- 
ing to co-operate when given the full 
story. The efficient utilization of ex- 
isting delivery equipment has in 
many cases eliminated the need for 
the purchase of additionai equip- 
ment. Tank trucks are too expen- 
sive to permit you to operate them 
inefficiently. 


Good Employes—The maintenance 
of good help is one of the major 
problems in the service station an“ 
in the bulk business of the petroleum 
industry. There are probably sev- 
eral reasons of major importance for 
this condition. 

The necessity for clean uniforms 
and neat appearance is of all impor- 


NATIONAL PETROLEUM NEWS 





BETTER JOBBER PRACTICES 





tance at a service station. With an 
employe feeling a responsibility to 
you, the customer, and himself ‘n this 
respect, I believe that he will be a 
better employe than if allowed to 
drift as his fancy suits him, which 
apparently in many cases he is per- 
mitted to do. 


Another reason for the constant 
stream of help through service sta- 
tions is the lack of training. I be- 
lieve that until a new employe is thor- 
oughly familiar with what ‘s expect- 
ed of him that you should spend a 
great deal of time trying to instill in 
him the desire to do a first class 
job, not only for you, but for him- 
self, so as to increase his earning 
capacity. Maybe a bonus incentive 
plan is necessary to get him on the 
beam. 


At the service station level, a re- 
cent survey disciosed that in service 
stations operated with hired help, 
thefts of merchandise or cash oc- 
curred in 96%. The 4% where it did 
not occur exerciced sufficient con- 
trol that was obvious to the help co 
there was no opportunity for this 
pilfering, 


Some months ago our jobber op- 
erations specialist was in a service 
station in Minneapolis. It is operat- 
ed by an excellent lessee. He has 1 
locked cash register. He has two 
keys; one he has himself and the 
other one he gives to the shift boss. 
Every sale that is made has to be 
written up on a ticket and either the 
ticket or the cash placed in the cash 
register so that he has a semblance 
of control. This particular evening 
it was just before clozing time. Our 
man pulled on to the drive and 
bought some gasoline, went into the 
station, paid for it, and whiie he was 
inside one of the so-called hot rod 
addicts drove in and apparently was 
quite a friend of the man who was 
on the drive because they visited 
quite a while. He placed seven gal- 
lons of gasoline in the car. Obvious- 
ly, there was no exchange of money 
and the man on the drive didn’t come 
into the station, write a ticket, place 
the ticket in the cach register, and 
presumably there was no_ record 
made of this sale. 


A few days later, Brokaw s‘opped 
at the same station and in the course 
of a visit with the lessee asked him 
what control he exercised other than 
the use of the cash register. He 
said, “Well, weekly we take pump 
meter readings and we balance that 
against the scales.” He then asked 
him what he did when there was a 
shortage, and he said, “Weil, I as- 
sume that that is the result of spill- 
age.” Brokaw asked him what his 
shortages amounted to, and he said, 
“Oh, they don’t mean much, 25 or 30 
gallons a week.” I would like to 
point out to you that a loss of 25 or 
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30 gallons a week can be substan- 
tial in a marginal operation. 

I believe that it is an acknowledged 
fact that when your employes have 
the opportunity to steal from you or 
to observe that you have a rather 
loose operation, they lose their re- 
spect and this contributes to their 
inefficiency. They also feel, if they 
are stea:ing from you, that they can 
only ride a good horse so far before 
getting caught so they get out be- 
fore you find them stealing. 

The point that I want to make is 
that controls are absolutely ecssen- 
tial, or all the celling you do will only 
mean a lot of hard work and no in- 


Multiple-belt-driven Roto-Prime Pump 
mounted on an aviation fueling truck 


creaced profits. In the matter of 
control, regular inventories of bulk 
quantities of petroleum products 
should be taken, You should ca.cu- 
late your losses for evaporation and 
spillage. If they exceed % of one 
per cent, you had better start look- 
ing for your leaks. Stock contro] at 
service stations should be daily. In- 
ventory of TBA items should alco be 
on a daily basis. In fact, the sharp- 
er operators of service stations place 
on display a minimum of TBA items, 
oils, and greases, and replenish the 
stock from a locked storeroom daily. 
Incidenta.ly, the only person who has 
access to the key to the lock is either 


This is the ideal pump for aviation fueling 
truck service — because of its low speed — 
high flow characteristics, its small size and 
flexibility in mounting, and its positive 
self-priming for defueling and air evac- 
uation when switching compartments. 


Other Gilbarco Roto-Prime Pumps for 


bulk plant service are available in models 
up to 550 GPM capacity. 
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the owner or the operator of the 
business. 

Modern Facilities — One of the 
ways that will permit you to stay 
competitive at the service station 
level is the modernization of your fa- 
cilities at that point. The first step 
in modernization should be the in- 
stallation of tanks with sufficient ca- 
pacity to take full transport deliv- 
eries without the necessity of being 
completely out of product. This will 
permit you to make full transport 
dumps at a lower cost than after a 
bu:k plant handling. 


I know that there are many of 
you who will say “Yes, that is fine 
for a big operator, but my station 
operators cannot pay for a full trans- 
port delivery.” To overcome this 
difficulty, there are available set 
stop meters that will permit you to 
have complete contro] over the gaso- 
line in your service station tanks ex- 
cept for a prepaid gallonage that is 
set on these set-stop meters. For in- 
stance, if you make a 5,000-gal. de- 
livery to a service station, you can 
set the meter to deliver 500 gals. 
which the operator pays you for. At 


SKELLY OIL 
INSTALLS 9 200-GAL. ALL-WEATHER 


VIKING PUMP 


One of the most modern bulk 
plants in the nation, Skelly Oil 
Company’s new Twin City plant 
serves the states of Minnesota, 
North and South Dakota and west- 
ern Wisconsin. Nine Viking pumps 
are used to handle the complete 
range of petroleum products and 
are manifolded for both loading 
and unloading. These all-weather 
type Vikings require no pump 
house even in the ice and snow of 
northern winter weather. 






If you are planning to build or 
remodel a bulk plant or equip tank 
trucks, learn how efficiently and 
economically Viking Pumps will 
serve you, too. For information, 
write for bulletins 1003R and 
SP223CR today. 
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the time he delivers the fuil 500 gal. 
through his station pumps, the set- 
stop automatically cuts off the gaso- 
line until it is reset by using a special 
key which is in your possession. The 
loss involved in such an arrangement 
would be negligible. In fact, it would 
be much less than what would occur 
if you were to put this material 
through the bulk plant and make de- 
liveries in quantities of say 500 gals. 
at a time. I use the figure 500 gals. 
The set-stop meters can be set in 
any amount from ten to 5,000 gais. 

The installation of new, more ef- 
ficient servicing equipment will also 
cut down the time necessary to 
handle service jobs, thereby per- 
mitting you to handle more of them 
during a given period. In this con- 
nection, it has been found that the 
use of a time clock is very effective 
in increasing service output on wash 
racks, grease racks, and like opera- 
tions. Where such a device is used, 
a work ticket is stamped at the time 
that it is completed. It is easily ob- 
served whether or not excessive 
time is being spent in these opera- 
tions when using this method. The 
employe also has an opportunity to 
observe whether or not he is taking 
excessive time to complete the spe- 
cific job. 

These items I have just discussed 
are just come of the things that can 
be done to insure your future as an 
independent jobber. They are, how- 
ever, among the more important 
items based on the experience of our 
Jobber Operations Specialist. 

In summary you can insure a 
bright outlook for your future with: 

1. Hard selling. 

2. Good housekeeping. 

3. Effective advertising. 

4. Efficient and safe bulk plant fa- 
cizities. 

5. Loyal personnel, and 

6. Well-run service stations, 


Texas Oil Directory 
Published for 1953 


AUSTIN, Tex.—R. W. Byram & 
Co., has announced publication of its 
eighth annual Oil Directory of Texas 
for 1953 containing the names of 
those companies, their officers, part- 
ners and owners, now actively en- 
gaged in the production and refin- 
ing of oil and gas in the State of 
Texas. 

There are 7,351 companies listed in 
the book, in nine main categories. 
These include: oil producers, ofl pur- 
chasers, gas producers, gas pur- 
chasers, refineries, cycling plants, 
carbon black plants, gasoline plants 
and repressuring plants. 

The book may be purchased from 
R. W. Byram & Co., Drawer M, Capi- 
tol Station, Austin, Tex. Price is $10 
per copy. 


NATIONAL PETROLEUM NEWS 





of the station while marching music blared from the public address system. 


Parker brought Doak Walker, profes- 
sional football star, to the opening as a “name” attraction and hired a high school drum majorette to twirl her baton in front 


The building, formerly occupied by a monument 


company, was remodeled in brick veneer. Large show windows were added to its front 


Station Accounting Shrinks Losses 


By MARVIN REID 
NPN Staff Writer 


LUFKIN, Tex.—S. R. Parker, Jr., 
the Gulf Oil consignee here who 
set up an efficient accounting sys- 
tem to show him how he could reduce 
his wholesale operating costs, also 
has a retail accounting system de- 
signed to keep products and revenue 
losses at an absolute minimum at 
the service station level. 

He has used it since opening a 
$40,000 station of his own here, and 
in addition to keeping his losses at a 
minimum, is able to get the ratio 
of sales of other products to gaso- 
line, thereby helping to point out 
what items should be “pushed” in the 
dealer’s sales efforts. 

The backbone of the system is a 
daily report that is filled in by the 
station operator. This daily report 
is combined at the end of each month, 
to give monthly summaries, which 
can then be condensed to sales ratios 
to show where changes in station 
operations are necessary. 

The daily report is a copywrited 
form (see reproduction at right), one 
that took months of constructive re- 
vision to achieve. If kept properly, 
it will give a complete picture of 


HERE IS PARKER’S “Tank to Bank” 
form used to keep an accurate check on 
the operation of his service station at 
Lufkin, Tex. The form is divided into 
three sections. They include a gasoline 
pump and tank report, top left, cash 
count, bottom left, and a daily sales and 
cash register summary, right. The form 
is filled out daily by the station operator 
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Station operations as far as liquid 
products are concerned at all times. 

The form is on a letter-size sheet, 
and Mr. Parker uses them in books 
of 100 for each quarter of the year 
at his station. The book can be used 
by the dealer as a clipboard, and 
hung up out of the way when not in 
use. 

Actually, the form accounts for a 
gallon of gasoline from the time it 
goes into a station tank until the 
money is received and sent to the 
bank. The form is titled “From Tank 
to Bank.” 

It is an excelient system, Mr. 
Parker has found, to spot a “sick” 
pump meter or a station that may 
have salesmen with “sticky” fingers 
when ringing up cash sales on the 
cash register. 


Three-Way Account——The form it- 
self can be broken down into three 
groups, and each sheet has perfora- 
tions dividing these groups, so that 
the dealer can use parts of the form 
or all of it, according to his needs. 

The groups are: 

1. Gasoline pump and tank report. 

2. Cash account. 

3. Daily sales and cash register 
summary. 

The first part is designed to show 
pump meter readings and actual tank 
gauges at the start of a day, the 


Guardian 


amount of gallonage sold during the 
day, and the reading at the end of 
a day. 

At the bottom of this section the 
dealer checks any overages or short- 
ages that his actual gauge checks 
show againct the meter reading. Any 
consistent chortage or overage fig- 
ure that one pump meter may be 
showing is caught by this part of the 
form, 

The second part is intended prima- 
rily to help the station operator pre- 
sent his ca h report. It shows the daily 
cash, coupons, credit card sales and 
checks received, plus the amount paid 
out, and then shows how this. total 
compares with the actual cash reg- 
ister tape reading. 

Daily Sales—The third part gives 
the total sales in various depart- 
ments, such as gasoline, TBA, etc. 
(Mr. Parker uses eight types of sales, 
ranging from gasoline to toys), plus 
expenditures for products, supplies, 
rent, utilities, etc. It is intended to 
account for every penny received or 
spent during the day. 

This third section also shows the 
total cash variation from day-to-day, 
overages and shortages of gasoline 
sales, plus a record of credit sales 
and collections. 


The owner of a station won't be 
able to put his finger on a dishonest 
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salesman, if he has more than one 


‘station employe, but if actual cash 


receipts show up short regularly from 
amounts reported on cash register 
tapes, then he can let it be known that 
he is aware something is wrong. 

“If a dishonest man knows you are 
watching him, he will either stop 
cheating or quit, and either way, you 
are better off,” Mr. Parker points out. 

The value of checking on pump 
meters can only be known by an 
operator who has had a meter go 
“sick” on him and remain that way 
for several months before being de- 
tected, according to Mr. Parker. 


Check on Meters—In Texas, the 
meters are checked by the state at 
intervals, but sometimes the inspec- 
tors don’t drop around for six months 
or longer. In that length of time, 
a bad meter could give away a lot 
of gasoline. 

This system he has developed will 
not account for daily inventory of 
items other than liquid products. But 
Mr. Parker figures that sales at his 
station are 75% liquid products, and 
if he can keep an exact record on 
that part of his operations daily, he 
is that much better off. 

After these daily records are main- 
tained for one year, the marketer can 
tell if the station is growing or slip- 
ping, not only in total gallonage but 
in sales of other items. 

For example, in June, 1951, Mr. 
Parker’s station showed an increase 
in total sales of $2,685.68 over June, 
1950. But, by using this system, he 
saw where his tires and tubes sales 
actually lost ground, since sales in this 
department were $261.14 under a 
year ago. 


To carry the system a step further, 
Mr. Parker has set up an account on 
sales index figures, to show the goals 
he would like to reach and how near 
he is getting to those goals. 


Sales Target—He would like to 
reach a $150 sales ratio of other 
items to each 1,000 gals. of gasoline 
sold at his station. So far, he has 
only been able to get these sales as 
high as $113.72 to each 1,000 gals., 
with his average monthly ratio about 
$95 per thousand. 

Of course, it is up to the individual 
station owner as to how high he 
wants to set his goals. But Mr. 
Parker thinks the goals set should 
be within the realm of possibility, and 
he thinks his are. 


But he believes any good service 
station operator should say that $100 
per 1,000 gals. of gasoline is the 
lowest ratio that he will accept. 


At his station, which was opened 
in June, 1950, Mr. Parker had to use 
a little “pressure” to entice his oper- 
ator to use his daily form. It looked 
like too much unnecessary work. 

But after using it for one week, 
his operator saw how valuable it 
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would be to him, and has used it 
religiously ever since. 


A Check Wanted—-The ma‘n rea- 
son for setting up the system when 
he first opened his station was to give 
him an idea of station operations 
from the dealer point of view. He 
wanted to find out what amount of 
products a dealer has to sell and at 
what price to come out on his labor 
and other expenses with a profit. 

“After all, the service ctation dealer 
is actually the backbone of our indus- 
cry, and it is vital that he be kept 
healthy,” he said. 

He has a complete record on his 
station, from opening day on, and 
can show just how he spent over 
$850, in detail, for his opening day 
program. 

Mr. Parker figures his outlet, lo- 
cated on U. S. Highway 59, with 
another federal road due to inter- 
sect Highway 59 at his station, has 
a potential of 30,000 gals. per month. 
He isn’t doing that well today, but 
is realizing about 6% profit on it. 

His dealer sells a complete line of 
TBA, lubricating oils and other items 
such as toys, candy and soft drinks, 
and always knows just what item to 
“push” as result of his daily account- 
ing. 

The daily report is built around 
a National Cash Register, but any 
cash register will do, if it has eight 
columns of accounts. 

Mr. Parker, however, is not satisfied 
with just being able to keep his sta- 
tion sales ratios up, and being able 
to account for all money and products 
at all times. 


He now is keeping daily records on 
traffic around his station, number of 
customers to be expected from sea- 
son to season, month to month, day 
to day, what effects certain types of 
weather conditions have on buying 
habits, and anything else that may 
affect buying of gasoline, oil, or any- 
thing else normally found in a station. 
By correlating this data, he. figures 
it will help him in determining new 
station locations, how much to pay 
for land, how much to put out on a 
new station, etc. 

Mr. Parker says his accounting 
system has been very valuable to 
him, and thinks it would help others 
who want an accurate check on their 
station’s operations. 


Inventory Controller 
Of Smith Sold Outright 


The article on service station in- 
ventory con‘rollers entitled “Meters 
Keep Gasoline Dealers Paid Up” (see 
NPN Feb. 18, p. 64) was erroneous 
when it stated that A. O. Smith Corp. 
rents its “inventory controller.” Ac- 
tually the unit is so:d outright and 
becomes the property of the pur- 
chaser who can have his own men 
install and service the equipment. 
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ICC Lifts Rail Rate Ban 
On Heavy Oil Shipments 


NPN News Bureau 


WASHINGTON-—Inter.tate Com- 
merce Commission's Division No. 2 
has lifted suspension of railroad 
heavy oil rates on shipments from 
Mon‘ana or northern Wyoming 
origins. 

Earlier, the division had su-pended 
until Aug. 9 railroad tariffs propos- 
ing to reduce rates on petroleum and 
petro.eum products in tank cars 
from, to and between po:nts ‘n Idaho, 
Montana, Oregon, Wash'‘ngton and 
Wyoming; also between those points 
and points in North Dakota and Brit- 
ish Columbia. Suspension included 
both heavy and light oils. 

Railroads acked for lifting of sus- 
pension on heavy oil rates that were 
subject to estimated weight of 7.75 
Ibe. per gal. They said their revised 
heavy oil rates from Montana or 
northern Wyoming were not based on 
suspended light oil ra*es but on light 
oil rates already in effect, 

Rails said that in proposing the 
same level] of rates on both heavy and 
light oiis they were merely restoring 
the relationship formerly existing in 


rates on these commodities prior to 
Aug. 17, 1952. 

ICC said heavy oil rates, however, 
would be investigated along with 
rates still under suspension until 
Aug. 9. 


3 Refiners Show Gains 
In Profits During 1952 


NPN News Eureau 
CLEVELAND—Combined net earn- 
ings after taxes of 10 large U. S. oil 
refiners dropped 5.2% in 1952 from 
1951, according to an NPN tabula- 
tion. 

Gains up to 2.2% were shown by 
three of the 10, while the remainder 
showed declines ranging from 5.2% 
to 23.6%. All 1952 figures in follow- 
ing table are preliminary except those 
for Union Oil: 


% 
1952 1951 Change 
Atlantic ..§ 40,427,000 § 45,067,000 10.3 
Lion Oi] .... 10,211,423 11,751,026 
Ohio O11) .... 39,350,000 
Phillips ..... 75,300,000 
*Plymouth 
~~ GA ess. 
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41,681,663 
73.700, 000 
10,295, 792 
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Sunray ...... 
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45.353, 643 
24,2°2,516 
27,295,971 


24,724,411 
27,579,759 


Totals . -$378,753,751 $399,612,192 
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*Republic Oj] Refining included 








EVER-TITE 


The Best In 
Quick Couplings 


EVER-TITE Couplings speed deliveries 
. prevent leakage . 
.. because they give a quick, sealed 
connection that stays tight. They are 
the finest couplings made—with dur- 
able bronze construction. 


Get EVER-TITE quality—and get years 
of dependable service. 


EVER-TITE COUPLING CO. INC., 254 WEST 54th STREET, 


. save spillage 
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BLACKMER PUMPS 
For Liguid Materials AMaudling 


TRUCK PUMPS e¢ 


BULK STATION PUMPS 
HAND PUMPS 


BLACKMER PUMP CO., GRAND RAPIDS, MICH. 
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Young Marketer 


Mr. Morgan 


Five years ago Henry Steindorff 
Morgan gave up his job with a na- 
tional airlines company to establish 
his own oil jobbing business. Even 
though he had no previous experience 
in the oil industry, (“I didn’t even 
know how to operate a gasoiine pump 
—much less install one!’’) he decided 
to take a chance. 

That chance—plus plenty of hard 
work—paid off. Now as 33-year-old 
president of the Morgan Distributing 
Co., Opp, Ala., Mr. Morgan operates 
a bulk plant, owns service stations 
in five Alabama towns, serves rural 
accounts, distributes TBA, and re- 
cently began operating a tire recap- 
ping shop. This year he plans to 
buy a large transport as the start of 
a “clipper” delivery service. How- 
ever, he claims that it hasn’t been 
smooth sailing all the way and that 
behind any successful operation are 
“plenty of headaches.” 

The Morgan company distributes 
Pan-Am products and introduced 
that brand in its territory. 

Mr. Morgan saves some of his time 
and energy for his jobber associa- 
tion, the Alabama Petroleum Jobbers 
Assn., which he serves as secretary 
and treasurer and as editor of the 
association magazine. 

He is a native of Alabama and 
spent his boyhood in Memphis, Bir- 
mingham and Montgomery. He and 
his wife, Betty, whom he married in 
1946, are the proud parents of Henry, 
Jr., 3, and Richard Elmore, 9 months. 


Charles A. Hutula, a distributor in 
Covington, Mich., has remodeied two 
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service stations and plans to build 
two new stations this year. 
* * * 


A, X, Frey, who has been on ac- 
tive duty with the U. S. Navy for 
the past two years, is now back at 
Port Everglades, Fla., where he is 
superintendent of American Oil's ter- 
minal. 

A. B. Collins, who has been acting 
superintendent during Mr. Frey's ab- 
sence, has been named assistant su- 
perintendent of the Carteret, N. J., 
terminal. 

Mr. Frey, an American Oil em- 
ploye for 22 years, served in Naval 
Aviation at Norfolk, Va., as a com- 
mander. He is a World War II vet- 
eran. 

= * > 


Edward R. Sneed, of St. Louis, 
Mo., formerly with Socony-Vacuum, 
New York, was a guest of Edward 
R. Murrow on the CBS Radio series 
“This I Believe,” Feb. 28. 

Mr, Sneed outlined his philosoph- 
ical creed “ambition should be modi- 
fied by thankfulness.” 

Mr. Sneed worked for Socony al- 
most 30 years and first started with 
the company handling iegal work 
for the old Lubrite Sales Corp. Two 
years later he was made sales man- 
ager and attorney. At the time of 
his retirement he was in charge of 
product distribution for six states, 
with headquarters in St. Louis. 


He is now in the commercial and 
industrial real estate business in St. 
Louis. 

John Henry Muller, Muller Fuel 
and Oil Co., Weekhawken, N. J., is 
taking a trip this month to the Near 
East and will visit the Sahara Desert 
and Egypt. 

Mr. Muller has been a petroleum 
marketer since 1919. He is the city 
Smoke Abatement Commissioner and 
a director of the New Jersey Oil 


Trades Assn. 
7 7 + 


Charles J. M. van Bergen, former- 
ly with Alliance Oil Co., New York 
City, has formed a new company, 
Advance Oil and Shipping Co., Ltd., 
with headquarters at 12 Whitehall, 
London, England. 


Changes in British American Oil’s 
marketing department include: 

J. V. March, formerly regional 
sales manager, eastern Ontario, is 
now manager of direct refinery sales 
with headquarters in Toronto. 

W. J. Dumsday, formerly regional 
sales manager for western Ontario, 
repiaces Mr. March in the same ca- 
pacity covering the eastern section 
of Ontario with headquarters in To- 
ronto. 

D. C. Hodgkinson, formerly area 
manager at Hamilton, has been ap- 
pointed .regional sales manager, re- 
sponsible for the western section of 
Ontario. 





CHICAGO DESK AND DERRICK—Catherine A. Connell, The Texas Co. and pres- 
ident of the Chicago chapter of the Desk and Derrick Club, received scale model 


gift to the club at the group’s inaugural dinner Feb. 17. 


The gift is from Metro- 


politan Chicago OIIC and is shown being presented by Frank V. Martinek, assistant 

vice president, Indiana Standard, and district chairman of the Great Lakes OIIC. 

Three hundred oil men and club members attended the dinner at which Dr. Robert 
E. Wilson, board chairman, Indiana Standard, was guest speaker 
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Clark Lillis, Southern Oi); 














James H. Pipkin, vice president of 
Texaco, is chairman of the heavy in- 
dustry section of the Commerce and 
Industry Committee for the Red 
Cross 1953 fund campaign. The 
campaign, being conducted this 
month, seeks to raise $7 million in 
New York City toward the national 
goal of $93 million. 

J, F. Seal, vice president, Socony- 
Vacuum is serving as chairman of 
the petroleum division and H. 8S, Mer- 
riman, special representative for So- 
cony-Vacuum, is division vice chair- 
man for New York. 

John R. Suman, vice president, 
Jersey Standard, is chairman of the 
Commerce and Industry Committee. 


H. H. Akers, manager of Indiana 
Standard’s sa:es field at Evansville, 
Ind., retired March 1 after 33 years. 

Mr. Akers joined Standard in 1919 
as a clerk in the general manager's 
office at Chicago. In 1927 he was 
made assistant manager at Evans- 
ville and two years later was trans- 
ferred to the same position at In- 
dianapolis. He became manager at 
Evansville in 1945. 

Succeeding Mr. Akers is M. E. 
Crow, assistant manager-reseller at 
South Bend. D. M. Sprague, assist- 
ant manager-consumer at Mason 
City Iowa, will succeed Mr. Crow at 
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J. B. Dickey, Continental Oil; 
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MEMBERS OF THE BOARD of the Oil Men’s Club of Kansas City were recently elected to serve the 1953 term. They are, left 
to right, seated: H. K. Bowers, Socony-Vacuum; J. N. Koontz, Sinclair Refining; 
Indiana Standard; A. L. Mallen, Skelly Oil; and Greg Burns, Butler Manufacturing Co. Back row, Jerry Hendrickson, OIIC; 
Carl E. Bolte, formerly with Battenfeld Grease and Oil Corp.; and 
W. M. Gadberry, Columbian Steel Tank Co. 


South Bend and E. M. Riemcke, mer- 
chandise manager for TBA in Chi- 
cago will replace Mr. Sprague at 
Mason City. 


- > * 


The Quartermaster Petroleum 
School, Jersey City, N. J., held grad- 
uation exercises Feb. 20 for 11 of- 
ficers and 25 enlisted men. Col. 
Arnold C. Gilliam, chief, Petroleum 
Branch, distribution division, office 
of the Quartermaster General, was 
principal speaker and certificates of 
achievement were presented by Lt. 
Col. Jack B. Slimp, chief of the New 
York QMC Petroleum Field office. 


. * * 


J, H. Stephens, president of Central 
Fiorida Oil Co., Ocala, Fla., is busy 
developing customers in two coun- 
ties of Florida, recently assigned to 
him by his supplier. 


> . * 


Lavern A. Schaetzel, Schaetzel Oil 
Co., Germantown, Wis., has served as 
village mayor for four years, is or- 
ganizer of the local Rotary club, and 
has been assistant chief of the local 
fire department for over 20 years. 
He has served on the church counsel 
for over 20 years, is a past Master 
of the Masonic Lodge and a past 
Patron of the Order of the Eastern 
Star. 


Jay W. Wilson, retired division manager, 
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Leonard J. Moynehan, vice presi- 
dent and general manager of Glens 
Falls Distributing Co., Glens Falls, 
N. Y., informs us that his company 
has purchased property for a new 
service station and also plans to en- 
large its water terminal facilities for 
faster loading. 
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SERVICE ANNIVERSARY PLAQUES were presented to these six distributors of Socony-Vacuum products at a recent meeting 


in Montevideo, Minn. They represent 71 years as marketers of Socony-Vacuum products. 
Hallett, Granite Falls, Minn., 11 years; P. E. Ludtke, Montevideo, 11 years; 


They are (left to right, seated) Lyle 


L. O. Hagestead, Wood Lake, Minn., 11 years; 


(standing) A. Streed, Milan, Minn., 11 years; Ray Buerkle, second generation, Buerkle Oil Co., Fairfax, Minn., 20 years; Al 
Kruse, Madison, Minn., seven years, and B. D. Reinfrank, assistant district manager, Socony-Vacuum 


Jackson, Mics., is the new home of 
William S. Eubanks who has been 
named Miscissippi division manager 
for Pan-Am Southern Corp. Mr. 
Eubanks is former assistant divicion 
manager for Alabama with headquar- 
ters in Birmingham. A member of 
Pan-Am since 1923, Mr. Eubanks 
has served as a city salesman, a s‘a- 
tion supervisor, a commiscion agent, 
office manager and station district 
supervisor. 

His new offices will be located at 
2806 North Mill Street in Jackson. 


> * ” 


Two members of Tide Water As- 
sociated’s Southern California auto- 
motive department, have received 
promotions. Harvey B. Alverson, 
formerly Los Angeles district super- 
visor, is now regional supervisor, suc- 
ceeding the late Roy D. Adams, and 
Herman L. Schroeder formerly me- 
chanic in charge of the companv au- 
tomotive operations at Zaca, Calif., 
has been named district supervisor 
for the Los Angeles basin area. 
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Frank J. Ko- 
vac has taken on 
a new job as as- 
sistant to the 
vice president in 
charge of cales 
for Standard Oil 
(Ohio), with of- 
fices in Cleve- 
land. 

Mr. Kovac has 
been with Sohio 
since 1947 and is 
former manager 
for dealer sales 
at the Columbus division offices. He 
is a graduate of Ohio State Univer- 
sity and the Harvard Graduate 


Mr. Kovac 


‘ School of Business Administration. 


Replacing him at Columbus is 
John L, Knotts, who since last July 
has been industrial and commercial 
sales manager for the Columbus di- 
vision. Mr. Knotts has been with 
the company since 1938 and has 
served as manager of a Sohio serv- 
icenter, a heat salesman and a deal- 
er and consumer sale-man. 

Edward L. Mohr will move from 


Canton, Ohio, where he has been re- 
tail sales manager, to Columbus to 
replace Mr. Knotts as industrial and 
commercial sales manager. 

John J. Oram, formerly a terminal 
superintendent in Cleveland succeeds 
Mr. Mohr in the Canton division. Mr. 
Oram joined Sohio in 1946 as a 
trainee. 

Daniel B. Stormont, a dispatcher 
at the Wilson Road terminal in 
Cleveland, will succeed Mr. Oram as 
plant superintendent. 


* * 7 


Paul B. Strahi, general manager 
and secretary of the Davis Oil Co., 
Dayton, Ohio, informs us that his 
company is now building a new serv- 
ice station and has plans underway 
for a fuel oil advertising campaign. 


* - * 


G, E. Bosio, general manager and 
secretary of Eastern Oil and Gas 
Corp., Riverhead, L. I, N. Y., says 
his company will celebrate its 30th 
anniversary this April. 

Mr. Bosio joined Eastern Oil last 
May after 14 years with Shel! Oil. 
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2-CAR Diamess Kol-Way 
... A PROVED SALES BUILDER gt 


Statements from marketers prove that 
where Bowser Siamese Rol-Ways are in 
service, gallonage has increased. The 
first thousand installations conclusively 
proved this. 

















. EXAMPLE: 


Quoting from one of many letters, ". . . in 
January 1952 we installed three Siamese 
Pumps — our gallonage jumped from 
67,000 in December 1951 to 101,000 in 
March 1952 —we are so pleased, we 
feel we must write you about it." 





Double your sales ouffe 
Siamese Rol-Ways on single-pedestal island 


spaces using existing suction and conduit lines. 


THE ONLY PUMPS 
WITH XACTO METERS 


Bowser Xacto Meter accuracy and trouble-free 
service are well known, Only Bowser Pumps have 
Xacto Meters. 





REGIONAL OFFICES 


ATLANTA, GEORGIA DALLAS, TEXAS SAN FRANCISCO, CALIF. 





741 Boulevard, N. E. 2429 Commerce St. 468 Ninth St 
CHICAGO, ILLINOIS KANSAS CITY, MO. WASHINGTON, D. C. 
NATIONWIDE 110 No. Franklin St. 226 W. 39th St. Washington Bldg. 
SALES & CLEVELAND, OHIO NEW YORK, N. Y. CANADA: 
SERVICE 1110 St. Clair Ave. 420 Lexington Ave. Hamilton, Ontario 











BOWSER, INC., 1301 CREIGHTON AVE., FORT WAYNE 2, INDIANA 











Distributors -— Here's YOUR ANSWER TO HOSE PROBLEMS! 














HY bother with several sources of supply 

for your hose needs when Goodyear has the 
answer—simple as A-B-C? From tank truck to 
dispensing pump, every kind of hose your cus- 
tomer needs is available from one source. 


With Goodyear, you get all these advantages: 


—a full line of hose types and constructions to 
meet the needs of all your customers 


—top quality products that mean long service 
and satisfied repeat buyers 


—customer acceptance second to none—earned 
by Goodyear, The Greatest Name in Rubber 





THE GOODYEAR TIRE & RUBBER COMPANY, INC. 
Mechanical Goods Division 
Akron 16, Ohio 


Please send me full details on your Jobber Program for Hose 


NAME 


—the backing of consistent hose advertising and 
heavy national advertising for all Goodyear 
products helps you sell hose 


—a jobber franchise policy that assures your 
profits 


and the simplification of your inventory, 
reorder and billing problems that come from 
dealing with a single source for all your hose 
needs. 


It will pay you to get the whole story now—so 
write today for full details to: 


Goodyear, Mechanical Goods Division 
Akron 16, Ohio 











FIRM NAME 





STREET ADDRESS 
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THE GREATEST NAME IN RUBBER 


THE GREATEST STORY EVER TOLD"’ — every Sunday — ABC Radio Network - THE GOODYEAR TELEVISION PLAYHOUSE — every other Sunday— NBC TV Network 








